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NOW - for Greater Safety! 
Explosion- Proof... 
Dust “Tight... 

Rata Fight! 


Advantages Found Only With APPLETON! 


@ FIRST to be U. L. Approved for 
BANKED Circuit Breaker Group- 


CIRCUIT BREAKER, MOTOR STARTER Re, ing 
© Components 
as 4 @ FIRST to Achieve Safe Entrance 
eer - to Motor Starter of a Combin- 
UNILETS stion without Shutting Off 
rtormal n explosive atmospheres, s Other Branch Circuits 


API LETON Mor ker UNILETS with a/ f @ Full 7-Threod Explosion-Proof 
Proot is tria i St ficat t APPLETON UNILETS ut Protection ...No Bolts to Strip 
Sealing or Flanges to Nick 
UNILETS 
NILETS pr t ring @ Unmatched Accessibility for 
Easiest Wiring and Servicing on 
Every Job 


@ Light-Weight Construction for 
Easy Installation without Heavy 
Lift Equipment 


@ Quick Interchange on Leading 
— Makes of Circuit Breakers and 
APPLE T ON € tecT Motor Starters 


1734 Wellington Avenue 4 @ Flexible Field Set-ups Assured 
with Single ond Duplex Male 
4) Manat “LS” Motor ond Female Hub Adapters 


ie UNILETS PATENT PENDING 
out Write Today For Complete Information 


APPLETON 


| 
a 
eas and wiring. For additional intormation, write today ‘ 


' Get More |Dependable Protection| 
‘ for Motors and Branch Circuits 


The exclusive Econ-Alloy thermo element in Econ dual- 
Dual-Element Cartridge Fuses has the property of changing from a 
solid to a liquid without going through a istic state. We utilize element 
this property to assure you more uniform protection against 
overloads and shorts for motors and branch circuits cartridge 
This high precision fuse design provides the most accurate control of fuses 


blowing time and also acts as o quord against high 


temperatures and their resulting hazard 


Econ Dual-Element Fuses are available in both knife and 
ferrule types, 0 to 600 amperes, 250 to 600 volts 


Write for new Econ Catalog S-é r for literature on 


other type fuses ir 


electrical wholesalers 


Econ Dual-Element Cartridge Fuse 


m e J 
I dve to n 
more reliot 
commer se. Be « 
stock meet mo 
we ore cre g 
this ine 


POse 


~ 


fuses for every pu 


ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicago 14, Iii. 
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LETTERS TO THE EDITOR 


Information Wanted 
Dear Sir 
Could any of good friends 
supply me 
suits 


your 
among the wholesalers 


with facts concerning damage 
they may have experienced since 1950 
in which a product was involved? 
should be 


but the following questions 


Actual names, places, etc 


omitted 
have importance 

Was the suit brought jointly against 
you and the manufacturer? 


In just what way did the party 
claim you were negligent? 


What 


the party and 


between 
Was there 
any contractual relationship? 


relation 
firm? 


was the 


your 


Was misrepresentation and improper 
idvice claimed? 

Was it claimed that you had altered 

1 the product before deliv 

you carry Product Insurance 

so, how was the suit settled? 

I feel that a report of some of these 

recent cases should be published so 

that the wholesale industry can be- 


New Look” in 


there is a trend 


come aware of the 


damage cases. I feel 


in these suits that affects wholesalers 
a group. By studying perhaps 100 
theses cases from various parts of 

I believe | can determine 


whether there is a definite trend 


WINSTON N. COBURN 
MANAGER 

ELECTRICAL DEPARTMENT 

VERMONT HARDWARE CO., INC. 
BURLINGTON, VI 


Any distributor 


fhink they can be 
burn in his searci 
i} ters can 


addre 


Intriguing Lighting 
Dear Sir 

I was forrunate enough to see your 
article, “They're Selling Electric Ceil- 
(EW—Dec. ‘54, p. 40 This 
new type of lighting is certainly very 
intriguing and as far as I know there 


Ings 


here 
memo 


is no such system yet 
You will note by my that 
I am an electrical wholesaler and, at 


the present time, I am having exten- 
sions made to my premises which will 
include a 465 I 
would like, if possible, to incorporate 
this type of ceiling in this showroom 

Could send me some further 
details as to what this system entails 
of materials and how it 


showroom 


you 


in the 
compares with ordinary lighting costs 
for installing. | would certainly appre- 
advice on this 


Way 


ciate your help and 
matter 


R. A. JOHNSON 
DIRECTOR 
R. J. S. SERVICES LTD. 
STOKE-ON-TRENT 
ENGLAND 


Appreciates Support 
Dear Sir 

On behalf of the operating com- 
mittees of the Adequate Wiring Bu- 
reau, I would like to express apprecia- 
tion for your fine continued support 
of the Adequate Wiring Program as 
evidenced by the editorial and special 
section in your December 1954 issue 
(EW—pp. 31 and 46) 


NORMAN WICKS 
MANAGER 
NATIONAI 
BUREAI 
NEW YORK, NEW YORK 


ADEQUATE WIRING 


Selling Honest Prices 
Dear Sir 


I would like to comment on... the 
matter of trade discounts extended to 
wasn't so 
the electrical 
showroom, 


electrical contractors. It 
many years ago that 

contractor maintained a 
salesmen and did a comprehensive sell- 
ing job. On that basis he was extended 
a discount that was commensurate with 


the service that he was performing 


EW welcomes expressions of 
opinion from readers. Address 
all correspondence to: The Edi- 
tor, Electrical Wholesaling, 330 
W. 42nd St., New York 36, N.Y. 


As the years went by, it became a 
tendency for the contractor to dis 


continue his showrooms and to de- 


pend on the electrical wholesaler to 
supply him not only with showrooms 
but with credit facilities, lighting sales- 
men, delivery, etc. The function he is 
performing today is less than 5 per 
cent of the actual effort put into resi- 
dential lighting. Yet the discount has 
After a lot of thinking 
over a period of years, I decided to do 


not changed 


something about it 

About four years ago we changed 
our discount from 50 per cent to 40 
per cent, at the same time cutting our 
list prices 20 per cent. In Sept. 1953 
we again Cut our list prices 10 per cent 
and cut the dealer's discount from 40 
per cent to 33-1/3 per cent. And | 
hope, possibly within a year, that we 
can cut these list discounts from 33-1/3 
per cent to 25 per cent—and at the 
same time cut list prices another 10 
per cent 

When we made this change, the 
electrical was pretty much 
upset. But we find now, after operat- 
ing four months on the basis of 33-1/3 
per cent from a lower list, that our 
actual fixture sales have increased 25 
per cent. Where we to sell six 
people out of ten in our showrooms, 
we are now selling between eight and 
nine out of ten. Our prices are real- 
istic. We are offering an honest retail 
figure to the electrical contractor's cus- 


fraternity 


used 


tomer and everybody seems to be 
much happier 

Frankly speaking, I would like to 
see this spread to other sections of the 
country. The more people that begin 
to sell honest prices, instead of list 
prices, the more we will be able to 
overcome the deadly inertia that seems 
to have crept into our residential fix- 
No one made a profit 
he sold something. When prices 


ture business 


until 
then it is going to be 


difficult to make the 


are not realistic, 
that much more 
sale If we are not Ca 
fixture business will 


mainder of our 


disappear even if we, at that late date, 
our list prices 

WM. C. BLAINE 
OWNER 
BLAINE ELECTRIC CO 
ST. PAUL, MINN. 
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The Prestige Line of Profit-Builders— 
a fan for every purse and purpose. 
New colorful years-ahead styling— 
designed with built-in customer satisfaction. 
Sell the best for more and easier sales— —— 


Sell Diehl. 


Table Air Circulator 
serves o dual use, it's a fan, 
it's a tabie. 


Ventilating Fans—+ring mount Exhoust Fans — types to mee! 


tically every need 


Kitchen Ventilctors — both 
wall cabinet and window ed, direct drive pra 


models. 


Desk ond Bracket Fans—resi- 
dential, commercial and in- 
dustrial types. 


SOMERVILLE, WN 
New York Philedelphia 


Finderne Plant, 
District Offices: Atlanta Baltimore Boston Chicago Detroit 


Well balanced 
wuts Same [ Artcnre * Boston * Chicago * Detroit * New York * Philadelphia 
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To a manufacturer, any request for direct financial support of 4 i 

Distributor's local advertising and sales promotion program i* ap - 

ifacturer can af for ly so much and there 15 the quest T 
— 


“partnership” effort 


his share of the is best spent Square D's t 


where 
well iefined polic is based on these considerations ~~ i 
pport given one istributor mu t be available to all. Federa+ law pro ibits j 
riminati The spirit ° f ictates § policy, less 
f the iaw 
2) Nati advertisine and saie promotion programs are a necesse y backgroul for 
ful effort, an the manufacturer must assume that respo! ibility 
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; atal essentia+ t essfu marketing. are et a fast pace 
A i+ 
‘ 
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ect ypport fi at atalOo€ proje would oniy weaken tne basic progra® 
4) Pr bulletin envelope ffers, anc mai-+ pieces be ppiie 
Here the respol ibility n be shared effectively ¥ en distribut2 is made at ; 
4 eve Ea piece un be per onalize throug! imprinting wit t ost — 
+ 
+ ~+ shout raat T 
isplay ears and wall cnar' are furnishe elp create tne 
proper seth tmosphere 2! your counter snd display area i 
6) A Stanaa Illustration © lletin lists trotypes furnisir™: without arge 
eir } g r Tr - A 
for i4 tratin ales f notion pie e in a ition tal 
te eady ¢t elp witt opy and + etting. F intir ar anther irect 
p! ti involved in al rtising and sa4© promotic program are 
your sre in tne "partnershif effort 


preview copy of the newest CATALOG DIGEST — 


This month you received your 
Number 137. Biggee! and better than ever — full of riptive {1ijmension 
f electrical jistribution 


and priciné information on our complete line of I 
and control equipment — you'll! nd it an important factor in ur lt ] 


sales effort 
Yours very truly, 


SQUARE D COMPAN 


w. H. Yaqunger, Manager 


WHY : mbw Merchandise Sales & Advertising 
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After Thirty Years’ Service .. . WHAT? George D. Farley 37 
For Cadillac Electric's seven 30-year men. it's only the beginning 

‘Selling Fans Is My Professional Hobby’ Durward Humes 41 
Salesman Duke Garland's six-year ‘sideline’ boosted fan volume 500 per cent 

Help Your Dealers Move Those Fans Thomas F. Preston 44 
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{fittings to meet the highest standards 
trical wiring installations, 


CONNECTOR 
s are of sufficient length to 
° LE CONNECTOR tere is another Midwest development in 
16 


NEW PRODUCTS 


Wiring 
BullDog Electric Products Co., 
Detroit, Mich. 


“Electrostrip” is designed to do away 
with the inconvenience and annoyance 
of badly located or inadequate wall 
plugs, and is claimed to eliminate the 


necessity for long extension cords. The 


rigid, vinyl plastic strip can be hand 
molded to go around the baseboards 
or any place on the walls. Specially 
designed and fused receptacle plugs 
can be attached to any point along the 
strip. Raising a tiny lever releases 
the plug for re-use at another loca- 
tion. The strip can be wired to exist- 
ing outlets, or can be initially installed 
approved 


in new construction. U.L 


Available in 250 foot rolls 


Tape 
Chase & Sons, Inc., Randolph, 
Mass. 


Plastic electrical tape is .007 inches 
thick, with a dielectric strength of 
1.000 volts per mil of thickness aver- 
age. Its tensile strength is 20 Ibs. per 
inch in width, minimum; stretch is 
150 per cent, minimum; and adhesion 


to high polished surfaces is 30 oz 
per inch width. Packed in 10 roll dis 
penser cartons, #4 inches wide by 20 


feet per roll; or in individual tins, %4 
inches wide by 60 feet per roll. UI 
listed 


Connector 
Denman Products Co., Ravenna, 
Ohio 


Rust-proof aluminum alloy connector 


is for non-metallic sheathed cables in 


unit fits 


junction boxes. U.L. listed 
> , 17.3 10 2 


14-2, 14-3, 12-2, 12 10-3 and 


insert con- 


nector in box, the wire is then inserted 


and the 


other wire sizes. To install 


the connector con 


through 


nector is crimped tightly onto the wire 
with regular electrician’s pliers. The 
crimping automatically locks the wire, 
Unit is 


said Ni 


screws or nuts. Crimping in the op 


connector and box together 


to fit flush inside the b 


posite direction wiil remove 


nector 
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Fittings 

Gedney Electric Co., New York 
20, N.Y. 
Connector is an addition to the fittings 
line. It is designed for “Sealtire”* 
conduit. Built for life 
Includes a locknut and main fitting, a 
brass grounding bushing, a molded 
neoprene gasket, and a hex gland nut 
Locknut, main fitting and gland nut 


time service 


and hot 


are made of malleable iron 

dip galvanized. Comes in standard 

conduit sizes of to 2 inches 
*Trademark—made by The Amer 


ican Metal Hose branch of The Amer 
ican Brass Co. A type of oil and water 


flexible raceway 


wOWwEeYWELL 


Home Fire Alarm 
Minneapolis-Honeywell Regula- 
tor Co., Minneapolis, Minn. 


Sensitive 


h 


Alarm panel and 
elements us¢ 


temperature 
letecting d in the 
said to make 


fire alarm system are 

possible to zone the house for ready 
identification of the blaze. The system 
consists of a single bronze-finished fire 
alarm panel and up to 30 fused-link 


temperature detecting 


tegically pla ed throughout 


elements stra 


the house 


A fire in any part of the house ts in 
mediately detected Panel measures 
54e by 8 inches. Normally, the ele 
ments activate the alarm circuit and 
turn on a warning light at 140°! 
High temperature types (175°F) are 
available for installation in furnace 
rooms, attics 
Thermostatic Control 
General Electric Co., Schenec- 


tady 


In addition to its heat regulating func 
tions, the thermostati ntrol has all 
the advantages of xk radio, accor 

ing t he m facrurer. A flick of 


the house temperature and turn off 


the radio at any pre-selected interval! 


up to one hour. At a pre letermit 


time the unit will automatically tur 


on the heat and the radio at any in 


rerval up to one hour. Control can be 


laced anywhere in the house. It ts 


connected with the existing heating 


controls by low wiring. It is 


set like an alarm clock 
Attic Fan 
Reed Unit-Fans, Inc., New Or- 
leans, La 
Thirty-two inch fan, complete with 
shutter, can be s ed in 6 inch 
lway. Other f« es im G.I 
cated ball bear bl: haft f 
bala bl: and pulicy a com 
Bears the PFMA s« al ppro\ 
Air Conditioners 
Carrier ( orp, Syracuse, N.Y 
Room air conditioners, featuring 
instal 1 in three 
colors. May be i 
i framed openin he w r built 
into furt suct s book 
shelves and et \ fron 
np } re ¢ PI eCnsitive 
f ry 1 tl for cor 
plete of te 


Machine Limit Switch 
Clark Controller Co., Cleveland 
10, Ohio 


te re re ed “ y | ¢ pre 
1st ive ert vel 
} 
chieved w shear pin piete 
Set ov cyt re | rye n 
yye 
m | 
mpere 
nper con 
i } i 
) Ir ible witl 


ight 
$4 4 
4 
4 
6 
” 
- 
? 
4 
the con 
the switch will automatically lower or in onduit connections 
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Pheips Dodge 
Habirite-Habirprene! 


Rely on this highest quality cable— 


it works where others fail 


ist “RR 


irprene ac 


ty [nste id of ordering 
P} elps Dodge Habirite-Ha 
oft xperience in Gesigi 
Habirite-Habi 


highest standards of quality 


veloped 


w and making 


ive cables exceeds 


and reliability 


Phelps Dodge Habirite insulation, 
neered butyl rubber compound, has 
ibility record unapproached by any ot 
insulation. Habirite is greatly superior to ol 


insulations for these reasons: 


> Much greater resistance 


pe rmuts a Meher te mper 


reduction in conduc 


ozone 


Much ereater 


equipment 


esistance to presen 
hi rh voltage 


Much greater mechanical toughness aff 


around 


igainst da 


mum protection 


and other installation hazards 


electrical 


Bette 


factor 


yperties 


In operatt 


Maximum 


Elimin ims which 
through » I 1cips Dodge 


process 


Phelps Dodge Habirprene sh 


compound, is especially made 


worst enemics 


corona, one ol the 


nage 


tools, stones 


Irom 


giving a greater safety 


product—due to 


iaterials 


cause spots— 


extrusion insulating 


, a unique neoprene 


extra resistant to 


f high voltage cable. 


This extra re lance ft 71s an exclusive Phelps Dodge 


It provides i greater § 
to the 


has contributed 


record of Habiri 


ou specily Habirit 
“RR” cable 
Habirite-Habit 
Dodge’s rigid quality 


ina 


retting 


ring 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


Boston, Buffalo, Charlotte. Chicago 


SALES OFFICES: Ationto 


Los Angeles, Milwovkee, Minneopols New York 


New Orleans 


factor in operation 


ble reputation and 


, you are assured 


nost in safety and 
he result of Phelps 


ng experience, expert 


— 
>” 
lhe t ‘RR 
MEE cable, insiston 
iniformity of finished 
controllable uniformity of raw 
ially engi- 
th 
| 
eatu 
é ition. This and 
tture rating, with consequen 
nsequent te-Habirprene. 
size and in cable cost 
Habirp re 
1 the ut 
rene 1s 
engincemm—m vast facilities 
Philodeloh Pittsburgh, Port ston ksonville, Konsos City, Mo 
— Lows, Seottle, W oshing?t nc 
shungton, D © 
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Pliers 
The Thomas & Betts Co., Eliza- 

beth, N.J. 

Two-in-one tool is said to perform all 

the functions of an electrician’s pliers 

Sta-kon 


joints 


and installs a wide range of 
terminals, splicers and wire 
Features of the tool include an elec 
trician'’s side cutter and a clover-leaf 


installing nest and indentor 


Hydraulic Pressure Switch 
Square D Co., 4041 N. Richards 
St., Milwaukee 12, Wis. 
Newly-designed, piston-operated hy 
draulic pressure switch may be used 
on hydraulic machine tool applications 
where surges of considerable magni 
tude are present. A strain relief mecha 
nism has been incorporated in the 
switch which allows the range spring 
to absorb the impact of a violent pres 
sure surge. Added feature is a “Quad 
ring seal around the piston, prevent- 
ing oil leakage and eliminating the 
necessity for an oil return line. Switches 
may be obtained with a range of 135 
to 1,000 psi., or 400 to 3,000 psi 
They have close differentials and are 


easily adjusted in the field 


Hassock Fan 

Robbins & Myers, Inc., fan divi- 
sion, Memphis, Tenn. 
The sea-foam green of its styrene 
grille was chosen to complement any 
decor and add a cool note even when 
A steel frame 
and top allow the fan to be used as 
a table or seat. The fan's 12 inch 
blades deliver air over 360°. The 
highest of the fan's three speeds has 


the hassock fan is idle 


a rating of 3,500 ctm. of air 


Magnet Wire 

General Electric Co., Bridgeport, 
Conn. 
A thin-film, polyester-type insulation 
Alkanex”, is claimed to have high 


heat-resistance properties as well as 


excellent resistance to abrasion and 
solvents. The wire is for use in m« 


er 


tors, transformers an 


ting at 10% 
equipment operating above | 
According to G.E 


will allow engineers to increase the 


this new insulation 


horsepower of motors without increas 


ing 


their size. For instance, motors 
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once rated at 20 hp. may be upgraded 


ited that 


to 25 hp. or more. It is estim 
90-95 per cent of all motors could 
high-tempera 


Alkanex 1S de 


operate in the class B 
ture range for which 
signed 


Thread Protectors 


Standard Conduit 


Pittsburgh 
Co., Etna, Pa. 
Polyethylene plastic thread rorectors 
have different color codes 
size of conduit. The protectors are 
standard on all the manufacturer's hot 
dip galvanized conduit, in sizes trom 


inch through 1 inch. Conduit with 
thread protection in | inch and 1! 


inch sizes will be available soon. The 
plastic chosen is claimed to be resist 
int to oil and acid, is thermo-setting 


and will take up to 


rem pe ratures 


Terminal Block 
Buchanan Electrical 


Corp., Hillside, N.]. 


Pressure block design is claimed t 


Products 


ulow any number of circuit sections 


to be securely assembled into a co! 


pact 70 ampere 0 volt sectior 
terminal block. Photo shows three 
circuit block of medtun mpact 


phenolic with three contact types 


Left: tubular-screw contact with direct 

screw-bearing nN stripped 

through no. 4 wire to 70 amps. Cen 

rer tub or vith in 


direct screw be iring on m 


no. 6 wire to 59 amps. Right: strap 
screw contact with captive screw f¢ 
ture for standard terminal ende 
looped wires to 35 amps 


Air Conditioners 
Cory Corp., Fresh’nd-Aire div., 
Chicago, Ill. 


Three separate lin Hush m« 
pushbutton, electromagnetic roon 
conditioners m n Deluxe, Custor 
nd f ser \ new fi 
mounte e-wal tol 
if conditione! 
addition to the } ine I} 
is available in 34 ton and 1 ton cap 


NEW PRODUCTS 


Correction 


In the December 1954 issue 


Circuit Breaker 


I-T-E Circuit Breaker Co., Phila 
delphia, Pa 
A 400 ampere trame molded case 
circuit breaker is said be fir 
of its size to | t I} breaker 
1s designed t bridge tre gap betwee: 
the present ) umpere model and 
the 600 ampere model. It is more 
han one-third smaller than the 600 
umpere frame breaker It measures 


Baseboard Heaters 


Electromode Corp., Rochester, 

iscD ra rie eT nave the 
‘ he np 

cl! nufac rer 

A w ire re insulated, em 
( 1 and completely sealed within 
he f ring The 
hast heater ng in 
“ i af city 
) Oper or 2 40 


the baseboard heater and the cwcut 
ul reprini ibe correct version 
Wie 
: 
tor controls, | juct pl and in 
lividual enclosures 
- i 
r 
= 
volt 
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B-M 21B, THE NEW INSULATED THROAT 
INDENTER 
CONNECTOR 
FOR E.M.T. 


a Protruding rounded red plastic lip 
of bushing prevents cutting of 
insulation — eliminates shorts. 


Full thread screws into all conduit 
fittings. Lip of RED THROAT bushing 
protects thread from damage. 


Deep dished eight pronged lock 
nut is easier to drive on— screws 
flush to shoulder and digs into 
metal of box for vibration proof 
positive ground. 

Permanent locked-in bushing in- 
sures smooth burr-free raceway 
for easy fishing. No extra work 
and costs no more. 


Briegel, the Original Indenter Fittings are neater 
in appearance, easier and faster to use. Installation 
is simple and less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


+ 


All B-M indenter METHOD 
Fittings ore U.L. Approved 
@s concrete-tight and for general T00L 
use (File Cord £10863). Also comply ( 
With Federal Specifications W-F-406. C0. 


GALVA * ILLINOIS 
Warehouse Stocks in P incipal Cities for Immediate Delivery! 
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Watch out 
for this drawback! 


“Wire on Time” working 


Some more on discounting 


FHA recognizes 
growing electrical loads 


No rush here 


AFL-CIO Merging? 


Cost—$40 per house for 
10,000 houses 


Dixon-Yates can be killed 


New Westinghouse Policy 
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Last year was the second best homebuilding year A od we 


units were started. This accounted for 1954 being as good as w 
business-wise. But—and it's a big but—homebuik e being warn 
that if they increase this volume substantially “ run rigl 
up against very tight mortgage irket.” Dep tf Labor s . 


cians 


plan was started more than a year ago by 17 
Oxt 


O82 worth of wu sw 


Since the “Wure on Time 
Cincinnati Gas & Electric Co. (EW 


> 


rotal of 


had signed up for a & 


electrical contractors. Cincinnati Gas & Electric's “The 


the average job was tor $244 


The most effective means of countering iscounting 1 | 
Meeting the price on the nose.” The second is “to get 
enforce established prices The National Retail Dry G 


says that the items most often mentioned as a target of | 

small appliances, closely followed by toys. Third are r pt 

television furniture tied for fourth piace 


Capacity of wiring to carry growing electrical loads will be recognize 


in minimum requirements for new homes wit FHA-1 


More about this, along with details about id 


be held this month in Chicas the News For 7 


Conterence to 


Industry page 


Color TV has not stirred up much enthusiasm am¢ the buying {| 
A survey conducted for Admiral by Los Angel Wo ry ( 


indicates present TV owners are in no rush to buy at tox $ price 
They re waiting for compact l inch screens carryu $400 to $506 
price tag Despite some recent cuts, no 


for at least another year « re. 3 


tn range 


Carol City, Fla., is being 


to 100 ampere service which ts said to be [ { » the 
$7.0 5 to ) price range. Home yner tarted nm last mont! 
The city is expected t be the state 

10,000 people. Right now bout 400 homeowners are | } S 
2800 m les of « ypper wire sheathed in steel cor t ly 


used 


conductors, were 


Congressional opponents arc 


by either of two ways. One is to put the ] 


Committee on record against the contract. The ce the 

lines to the middle of the Mississip} W re they would De link« 


of the Dixon-Yartes plant in West Memphis, Arh 


Westinghouse has begun to “fai rade ts por le apy r é 
wholesale level rather than the retail level. By sw to W esale { 
trade, the company will depend on its wholesalers to police price é 
Westinghouse has started signing tair trade agreements with Californ 
distributors and the policy is expected to be extended shortly to Michi 
Florida and Georgia. Spokesmen say sales of small appliances will be 
fined to those distributors who ree rest miv to retailers who have 


signed fair trade contracts 


ifi Y 
op ot the News ... And Its Significance to You a 
no 
who estimated | ng s 1 to 
privately concede their estimates to be ttle low. De son | 4 ; 

he 

ls ; 

= 
Selling Bee say aly 

ra 

ib! 
ext 

The distribution industries are said to employ sort f n people ‘ 
only a small percentage of whom are unioni I poss merger of ee 
e AFL an CIO ld } \ 
since the distribution field is recognized by many to be e largest ses t 
ment of the American economy. Pag ext reas 
heralded as the nations first ect thanks 

ont Congre Aromic Energy 
a 


AIR-COOLED 


SORGEL dry-type transformers are recognized and ac- 
cepted as high quality by engineers, contractors, and 
users everywhere. 


You can establish and maintain the good will and con- 
fidence of your customers by supplying them with top 
quality, time-tested SORGEL transformers. Repeat busi- 
ness and increasing sales will be your reward. 


When price competition presents itself, then remember 
that the first cost of dry-type transformers is not always 
the final total cost. The cost-saving features incorporated 
in SORGEL dry-type transformers are an assurance that 
their first cost is the final total cost. Furthermore, you'll 
never have complaints. 


SORGEL dry-type transformers are preferred because 
of their cost-saving features and years of dependable 
service. 


Easy installation— 
Attached mounting brackets. 


Easy connecting— 
Roomy connection compartment 
with solderless terminals. 


Rugged construction—Totally enclosed in steel. 


Liberal design—High efficiency. Low noise level. 


Complete Line 


‘4 Kva to 2500 Kva, single phase 

| Kva to 3000 Kva, 3-phase, 2-phase and phase changing. 

All standard voltages, such as 120, 208, 240, 480, 600, 2400, 
4160, 4800, 7200, 13,200, up to 15,000 volts, and any inter- 


mediate or special lower voltages 


=> 


Tested and 
approved by 
Underwriters’ T 
Laboratories 
under the 
Re-examination 
Service 


Sales 
engineers = 
in 
principal 
cities Kve 
are at single phase 
480/240 to 
240/120 volts ad 
20 to 50 Kva 3-phase. Wall mounting type 100 Kva single phose 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wis. 


40 years experience in the development, manufacturing and application of transformers 
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INSIDE 
“OUTSIDE 


KILLARK 


Dekorative 


YOU SEE 


fy TH EM @ PUBLIC BUILDINGS 
Choice of 3 Styles: S EVERYWHERE HOSPITALS , 


BRACKET (shown above) 


HANDSOME, FUNCTIONAL DESIGN 


Perfect for industrial, public and residential applica 


tions where ordinary vapor-proof fixtures may be 


considered too plain or unattractive. Smooth, modern © DRIVEWAYS 
GARAGES 
line to-clean design . . . non-stain tin ad 
ines easy-to-clean desig n-staining satir 
PENCGANT CEILING like Alumalloy that will retcin its “‘just installed’ look © WALKWAYS 


for years and years. 


Easily Relamped Without Tools 
STURDY CONSTRUCTION FEATURES 


Install it, forget it! Constructed throughout of non-rust J 
a m1 ing, non-corroding Alumalloy . . strong, smooth, 
ae , o lightweight. Protected from all kinds of weather by 
2. Remove 3. Replace Neoprene Gasket Seal 
Lamp 


APARTMENTS 


e 
LOADING DOCKS 
© SCORES OF OTHER Uses 


ELECTRIC MANUFACTURING COMPANY 


ENTRANCE FITTINGS + CONDUIT BODIES - FLUSH SWITCH FITTINGS + EXPLOSION-PROOF FITTINGS - Vandeventer & Ea 
VAPOR-TIGHT LIGHT FIXTURES EXPLOSION-PROOF LIGHT FITTURES + SEALED BEAM FIXTURES 
St, Louis 13 


SALES OFFICES and ATLANTA 69 Mills St, NW DALLAS 1903 Griffin St PHILADELPHIA 2014 Chancellor St 
BOSTON 49-51 D St DENVER 1073 Gelepogo PITTSBURGH SO 26th St 
WAREHOUSE STOCRS BUFFALO 278 Johnson St DETROIT 8319 Mock Ave SAN FRANCISCO 714 Horrison St 
CHICAGO 1528 West Adoms St LOS ANGELES 412 Seaton St SEATTLE 4130 First Ave, %. W 


SALES OFFICES BALTIMORE 11 W. 25th St COLUMBUS 2700 E. Main St MINNEAPOLIS 826 Andrus Bidg 
CINCINNATI 49 Centra! Ave. KANSAS CITY, MO 616 W. 26th St NEW YORK 600 W. 18let St 


_ the finest decorative light onthe market __ 
nite 
& 
ij 
Ag 
— 
Viney 
| 
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\ 
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... No threads to cut 
... No fittings to fumble 


—The connector clamp is built-in! 
You save the dollars you'd ordinarily spend on special fittings 


to adapt conventional heads for EMT. 


—Just set the head on the conduit 
and turn the screws. Your men don’t waste time and 


labor cutting threads before installing the head. 


No need to bend the conduit out from the wall to allow 
room for screwing the head on. The handy clamp permits 


installation flush with the wall...vertically or horizontally. 


Lightweight aluminum alloy—seals tightly —moistureproof 


rust proof, Six sizes: 44", 4%”, 1", 1%", 1%”, 2”. 


Mr. Wholesaler: 
Stock up on these new heads now—be 
set for sales. Write for details today. 


2110 HOWARD ST., ST. LOUIS 6, MO. 
telephone CEntral 1-088) 
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EXPLOSION-PROOF 
and DUST-TIGHT 


BRC 
Combination push stafion 
end pilet ight 


| 


LOCATIONS 


For added safety in hazardous locations specify 


from this rapidly expanding quality line of 


explosion-proof and dust-tight Pylets which 


the Pyle-National Company is constantly de- 
ry 
veloping to meet the growing needs of industry. 


— with ony errenge 
ment of topped 


hubs 
) 


All explosion-proof and dust-tight Pylets are 


designed in accordance with Underwriters’ Lab- 


oratories requirements for electrical devices 


used in hazardous locations as defined in Article 


500 of the National Electrical Code. 


The substantial construction and high qual- ; 

ity of materials and workmanship insures added 


safety, uninterrupted service and long life. 


for literature and names 


W rite 


of authorized distributors in vou 


District Offices and Representatives in Principal Cities of th 


Export Department Internetiona! Railways Supply C 30 Ch 
Canedian Agent The Holden Co, Lid. Mont 


PLUGS AND RECEPTACLES «+ FLOODLIGHTS + TURBO-GENERATORS 
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1352 NORTH KOSTNER AVENUE, CHICAGO 
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von GENUINE 
~ designed 


Here’s the First 
Expansion Hood 
on the Market— 
Fits Aull Cabinets 


Styled by a leading industrial designer, these revolutionary 
Expansion Hoods by Trade-Wind are adjustable to any cabinet 
length from 30” to 54”. Incorporate the proven Trade- 
Wind baffle plate for even distribution of the discharge. 
Available in genuine copper or stainless steel Stylish, 
simplify installation, increase efficiency 


This is the Hood 
that set the Style 


These modern styled hoods by Trade-Wind are the 
most popular selling hoods in America. Come 
in genuine copper or stainless steel. 39” 

and 42” lengths. Include baffle 


Genuine Copper Under-Hood Light! 


WOT PLATED OR PAINTED ON! 
New, easy-to-clean with twin sockets 
Only Trade-Wind Hoods are made from and independent switch. Availabie with 


exclusive DUOMETL solid per an any Trade-Wind hood or as an accessory. 
steel laminated sheet sto 


Itered in discharge Interchange ischarge. 
4-speed switch. 


FOR A BETTER KITCHEN THAT SELLS HOMES FASTER. 


S 1155 PARAMOUNT BOULEVARD, DEPT. EW RIVERA. CALIFORNIA 
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The Ordinary 


Ask yourself these questions AMPROBE Voltage 
Junior Tester 
Does it measure current . 
YES NO 


as well as voltage’ 


Does it give you full visib ty YES NO 
on a graduated reading scale 


Does it fit conven ently YES YES 
in your pocket 
Does it measure within VF NO 
+ 3% accuracy? 
Does it come in a full line of YF: NO sos 2 
models to meet different problen 
BEFORE vou 
Does it protect you aga VE YES 
SELL ANOTHER shorts and shocks? 
VOLTAGE TESTER 
Does it balance loads, locate @ 
grounds, determine motor overload YES NO 


The chart shows at a glance how the 

Amprobe Jr. meets all the testing needs of your 
customer ... measures both voltage and 
current while equipment is still in operation! 
You’re doing him a favor when you sell an 
Amprobe Jr. — the one instrument that does 
the whole job. 


check rating of circuit breaker 


And the cost is only $19.85 (just a few dollars 
more than an ordinary voltage tester). 


Just show the Amprobe Jr... . compare it 
feature for feature with an ordinary voltage 
tester ... mention the low price... and the sale 
is closed. Once your customer learns the 
advantages of a snap-around tester, he’ll 
“graduate” to a “300”, “600” or “1200” 
Amprobe. You can offer him an Amprobe model 
for every job, every budget: from 10 amps, 

250 volts to 1200 amps, 600 volts AC; from 
$19.85 to $67.50. 

PYRAMID INSTRUMENT CORPORATION 

LYNBROOK, N. Y. (Export Division: 

458 Broadway, New York 14, N. Y.) 


AMPRO 


world’s largest manufacturer of snap-around volt-ammeters 
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Every Cable Tap can be or- 
dered with or without cover. 


ENN-UNION 


Originated and fully developed by Penn-Union, the “TYPE PC” CABLE TAPS 
ore widely preferred for a neat, compact connection — that holds tight 
permanently. 

The bodies are high copper content alloy. Lorge socket-head tap screws. 
Carried in stock in a complete range of sizes up to 1,000 MCM mains. 


x 
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. 
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ee 
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Each Bockelite Cover takes 
several sizes of cable taps. 


CABLE TAP 


MOLDED BAKELITE COVERS, high dielectric and strong mechanically, can 
be ordered with all Penn-Union PC taps — for 90° and parallel taps in any 
of the combinations shown, and others such as 4-way fittings connecting two 
separate mains and two separate branches. 


PENN-UNION ELECTRIC CORPORATION « ERIE, PA. 


Penn-Union Electric Corporation « Erie, Pa. 


(] Send sheets showing full line of “Type PC” Cable Tops 


(}] Send new Pocket Cotalog—complete Penn-Union line. 


(Nome) 


(Compony) 
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longer 
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MASTER OUTLIVES THE AVERAGE 
MOLDED CORD ALMOST 2 TO 1 : 
AND THE AVERAGE SHORT-LIVED iZi indivi 

2 v 
CONTINUOUS VULCANIZED Chart individual 
CORD 3 TO 1. S i: service factors weighted by their 
: contribution to overall service life 
— shows new U. S. Royal Master 
Cord gives 88% longer life than 


the average of competitive molded 


cords. 


% LIFE EXPECTANCY 


U.S.ROYAL MASTER 


; LOOK FOR THE NAME— 


Superior on every count!” 
® 33.3% greater heat resistance 
© 55.7% greater impact strength 
© 53.8% greater abrasion resistance 
@ 30.6% greater resistance to cutting 
® 110.3% greater resistance to tearing 
® 21.2% greater tension or breaking strength 
® 23.3% greater oil resistance 
® 128.8% greater flexibility 


*to the average of molded cords of other makes 


UNITED STATES 


ELECTRICAL WIRE AND CABLE DEPARTMENT 
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cord life—with NEW 


MASTER portable cord! 


Far outlasts any other cord made! 


Service to cost ratings show new U. S. Royal Master Cord 


actually gives $1.88 in value for every cord dollar when 


Two years ago, “U. S.” engineers began a com- 


plete reexamination of portable cord construc- 
tion, service life, and the causes of cord failure. 


Over 10,000 tests were made. More than a 
thousand cords of all leading makes, including 
our own famous U. S. Royal Cord, were ana- 
lyzed, tested, and compared. 


Every life factor was considered and carefully 
evaluated, alone and in its relation to overall 
cord performance and service life. 


Backed by 64 years of experience in the manu- 
facture of electrical wire and cable, U. S. Rubber 
engineers then translated their findings into an 
entirely new portable cord, designed to surpass 
any other previously made. 


Royal Master Portable Cord—in both service life and 
economy ! Write address below for FREE descr iptive book- 


let illustrating the superiority of the U. S. Royal Master 


Cord. And get in touch with your “l 


Approved by Underwriters’ Laboratories, Inc. 


RUBBER COM P 


NEW YORK 20, N. Y. 


ROCKEFELLER CENTER, 
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compared to the average competitive molded cord! 


Prove to yourself the outstanding superiority of new U. S. 


S.” distributor today! 


Extensive tests, both 


outside plant installations have proved this new 


portable cord startlingly superior in every respect! 


New U.S Royal Master is cL 
the finest cord you can Duy 


From every standpoint, new U. S. Royal Master 
is a finer, more durable cord — actually gives 
88% longer life than the average of other molded 
cords — far longer than any other cord — sur- 
passing even a hypothetical cord incorporating 
the best features of all those tested! 


Far greater too! In spite of almost doubled 
service life, this great new cord is in the same 
price category as other molded cords—giving you 


$1.88 in cord value for every cord $1.00! 


ANY 
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NOW IT’S HERE...A LINE OF TYPE D SAFETY 

SWITCHES that has every feature your customers have 

. always wanted. Just take the 30 amp. switch as an example: 

, (1) Big wiring gutters; solderless connectors; neutrals located 

for direct feed-through wiring; lots of right-size knockouts in the right places... 

assurance of installation ease. (2) Large, rugged current-carrying parts; new, 

patented high-pressure fuse holder for cartridge-type fusing; dual knifeblade con- 

struction .. . assurance of top reliability. (3) Visible moving parts; switch blocks 

of high-shock phenolic material; operating bar beneath the block for fuse access- 

ibility ... assurance of simple maintenance. 

New Type D line includes 30, 60, 100, 200, 400 and 600 amp. ratings. Styling 

of the entire line is smart and modern... general design is uniform, bringing 
identical high quality, performance and good looks to every installation. 
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VISIBLE KNIFEBLADES 


Shows at a glance if switch 
is “On” or “Off”. Dual knife- 
blade construction assures 
trouble-free operation and 
long switch life. 


RAINTIGHT ENCLOSURES 


Easiest-to-mount on irregular 
surfaces and poles. If back 
mounting ears are used pry 
them up with screw driver 
and bend down side ears. 


AMPLE GUTTER SPACE 


Wide, unobstructed gutter 
space eliminates need for 
threading wire under oper- 
ating crossbar. 


SOLDERLESS LUGS 


Straight feed-in solderless lug 
on both line and load sides 
saves wire and wiring time. 
No wire looping; no fumbling 
with binding screws. 


MINIMUM NUMBER OF 
JOINTS 


| 2 Wrap around lug and bus con- 


struction minimizes number 
of heat-creating joints; as- 
sures cool operation. 


FUSES ACCESSIBLE 


Operating crossbar under the 
switch block provides full ac- 
cess to fuses. 


FEED-THROUGH NEUTRAL 


Whether coming in at top or 
bottom, feed-through neutral 
is always readily accessible 
for easy wiring 


HIGH PRESSURE 

FUSE HOLDER 
Coil spring type located in 
block beneath the fuse and 
unaffected by its heat. Holds 
fuse in a vise-like grip 


Stock the new Federal Noark feature-packed Type D 
Safety Switch line... the one line that’s absolutely 
tops for sales and profitable repeat business! 


Federal Pacific products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches Service Equipment, Industrial Circuit 
Breakers, Panelboards, Switchboards, Control Centers, Bus Ouct, High voltage circuit breakers and power. qwitches 
%& Sales offices in principal cities. 
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Welders who use Carol Dynapower Welding Cable say 
that it enables them to make top quality welds with minimum 
effort. It’s so pliable it can be bent, coiled, twisted . . . supplying 
power whenever it’s wanted. The reason: Carol’s special rope lay 
stranding that combines thousands of soft, fine wires into a flexible 
cable. It’s plenty tough, too. Its abrasion-proof jacket of Carol 
rubber stands the toughest handling, and resists acids, solvents, 
water and oil. Available in sizes from 4/0 to No. 6 gage in rubber 
and Neoprene jackets. 


made better to perform bett 


Like all Carol wire and cable, Dynapower Arc Welding Cable is 
manufactured under strict laboratory control in our complete wire- 
making plant. Every step, from drawing of wire to compounding of 
insulation, is centralized under our single responsibility. Check your 
stock today. Write Dept. EW for complete technical information. 


DIVISION OF THE CRESCENT CO., INC., PAWTUCKET, RHODE ISLAND 


Serving Industry for more than 30 years 
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Business Index: 


NATIONAL PICTURE 


1947-49=100% 


— 399 ——Full-Line Wholesalers 


1947-49 =100°. 


250 


200 


Inventories .. 134 


% CHANGE 
Nov. 195! 1954 from 1953 
147 
132 139 126 149 eomese 


INDEX (above) 
Nov 


Nov 


1947-49=100% 


1947-49=100% 


1954 


1951 1952 


1953 


Inventories 


INDEX (above) % CHANGE 
1954 Nov. 1953 Nov. 1952 Nov 1951 1954 from 1953 


158 139 5 
162 173 161 151 


Oct 


r— 1947-49=100% 


300 — Appliances and Specialties Wholesalers} 


Nov. 1954 


132 
Inventories 141 


SOURCE: Bureau of the Census 


Februory, 1955—ELECTRICAL WHOL” ALING 


is eleven months of 1954 from eleven months 


INDEX (above) % CHANGE 
1953 1954 from 1953 
128 
159 


1954 
i35 
142 


Nov 


Oct 


December-January projectio 
of 1953 


- ue 
100 100 
195) 1952 1953 A N O 
1954 
Nov. 1954 Oct ie 
Sales ....... 135 
300 —_—— Wiring Supplies and Construction Materials Distributors 300 
200. Inventor ies. 200 — 
Nov. 1954 
_ 157 
_ i0 
§9 —— 50 
1951 1952 1953 AS ONG 
1954 
25 


Business Index: NATIONAL PICTURE 


ELECTRICAL GOODS WHOLESALERS 
NOVEMBER 1954 


Sales inventories 
(% Change) (% Change) 


From From From From 
Oct. 1954 Nov. 1953 Oct. 1954 Nov. 1953 


NEW ENGLAND t +13 
MIDDLE ATLANTIC 

EAST NORTH CENTRAL 

WEST NORTH CENTRAL 

SOUTH ATLANTIC 

EAST SOUTH CENTRAL 

WEST SOUTH CENTRAL 

MOUNTAIN 


PACIFIC 


Other Figures of the Month Latest Preceding Year 1946 


Month Month Ago Averages 


Private Expenditures for New Construction (in millions) December $2,203 $2,347 $1,917 $803 
Public Expenditures for New Construction (in millions) December $783 $938 $795 $197 
Personal Income (seasonally adjusted, in billions) November $287.6 $286.3 $287.2 $178.0 
Farm Income (seasonally adjusted, in billions) November $13.8 $14.0 $15.9 $16.9 


Housing Starts (in thousands ) December 91.0 103.0 65.8 55.9 
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“How about the Burndy Connectors?” 


Calling on a customer? He needs so and so many 
feet of wire; so and so many boxes, motor starters 
and switches; so and so many feet of conduit. 
That’s all? 

Not by a long shot! The easiest, most natural add-on 
sale in the business is a supply of Burndy Connec- 
tors! Quality of Burndy Connectors makes them a 
welcome suggestion to your customer —the wide 
scope of the Burndy line makes it a uniquely profit- 
able part of your sales picture. 


It’s good business to suggest 
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So keep your own Burndy stock complete, and sug- 
gest Burndy Connectors every time you talk wire 
with your customers. It’s the smart way to build 
extra profits. BURNDY— Norwalk, Connect.; Toronto, 
Canada. Factories: New York, California, Toronto. 
Export: Philips Export Company. 


| 


>. Check your own stock now. The more 


complete it is, the more you'll be able to sell! 


65-1 


.-. FIRST — for electrical connectors; tools; methods 


EVERY TIME YOU SELL WIRE, SAY THESE WORDS FOR EXTRA PROFITS... a 

> 
— 

Ww 

27 


NO INCREASE IN PRICE 


“BM"’ Connectors—Original indenter Type 


Cat. No 5 Carton Standard 
Per 100 Quantity Package 


BM 7 50 500 


Net Price per 100 
Less Carton Standard 
Carton Quantity Package 


$940 $855 $ 7.80 


@ Wagner BM Fittings are approved by 
Underwriters’ Laboratories as concrete tight 
and comply with Federal Specifications 
W-F-406. 


RE PULL 
TER No. 
of 
(a) Insures a smooth, burr-free race-— 
(b) Eliminates possibility of damage 
cal damage to = 
Foundry and Plant: Decatur 60, Ill, : 
> 28 ELECTRICAL WHOLESALING—February, 1955 


Product 


Copper Wire, bare, Unit: pound 
Building Wire, type R. Unit: M feet 
Non-metallic Sheathed Cable. Unit: M feet 
Varnished Cambric Cable. Unit: M feet 
Flexible Cord, type SJ. Unit: M feet 


Lighting Panelboard, fuse type. Unit: each 
Lighting Panelboard, circuit breaker type. Unit: each 

Safety Switch, 2 Pole, type A, 250 volts. Unit: each 

Safety Switch, 3 Pole, type C, 575 volts. Unit: each 

Air circuit breaker, 250 volts. Unit: each 

Power Panel, fuse type, 250 volts. Unit: each 

Power Panel, circuit breaker type, Unit: each 

Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 

Motor Control, a.c., 50 hp., 440 volts. Unit: each 

Motor Control, a.c., 75 hp., 440 volts. Unit: each 

Motor Control, d.c., 10 hp., 239 volts. Unit: each 

Renewable Cartridge Fuse, 250 volts. Unit: each 

Non-renewable Cartridge Fuse, 600 volts. Unit: each 

Plug Fuses, 125 volts, non-renewable. Unit: each 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 

Motor, a.c., 1/2 hp., 220-240 volts. Unit: each 

Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 
Motor, a.c., polyphase, induction, 3 hp. bal! bearing. Unit: each 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 
Motor, a.c., polyphase, induction, 10 hp., bal! bearing. Unit: each 
Motor, d.c., 5 hp. Unit: each 


Fan, under !2 inches. Unit: each 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 


Drill, production line, 1/4 in. Unit: each 
Drill, production line, 1/2 in. Unit: each 
Saw, production line, 6-8 in. Unit: each 

Pliers, 6-in., long nose. Unit: each 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted. Unit: each 


Distribution Transformer, 15 kva. Unit: each 
Distribution Transformer, 45-50 kva. Unit: each 
Dry Type Transformer, 15 kva. Unit: each 


Dry Cell Battery, flashlight, type D. Unit: each 
Dry Cell Battery, portable radio "B" pack 67 |/2 volts. Unit: each 
Dry Cell Battery, general purpose. No. 6 type | | /2 volts. Unit: each 


Voltmeter, portable type, 3 1/2-6 1/2 inches. 0-300 volts. Unit: each 
Ammeter, portable type, 4-6 |/2 inches. Unit: each 


W att-meter 100-150 volts. Unit: each 


for instrument transformer 


Toaster, automatic, “pop-up.” Unit: each 
lron, under 4 pounds. Unit: each 


each 


Cooking range, standard size. Unit: 
Washing Machine, non-automatic, wringer type. Unit: each 
Washing Machine, automatic. Unit: each 

lroner, table model. Unit: each 

lroner, portable model. Unit: each 

Vacuum Cleaner, upright. Unit: each 

Vacuum Cleaner, tank. Unit: each 

Refrigerator, capacity 7.4-9.5 cubic feet and over. Unit: each 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 

Water Heater, 52 gallon tank, 230 volt a.c. 


Radio, table model. Unit: each 
Radio, console model, radio-phonograph combination. Unit: each 
Radio, portable model. Unit: each 

Television, table model. Unit: each 

Television, console model. Unit: each 
Radio-television-phonograph combination. Unit: each 
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(1947-49—100) 


each 


Dec. 1954 Nov. | 954 


132.8 132.8 
102.9 102.9 
90.2 90.2 
144.7 142.4 
113.4 113.4 

115.4 
122.4 122.4 
145.7 145.7 
140.2 140.2 
142.3 142.3 
120.3 120.3 
126.8 126.8 
145.6 145.6 
137.4 137.4 
146.5 146.5 
138.) 138.) 
153.2 153.2 
110.4 1104 
1154 115.6 
101 101.1 

4 

106.9 106.9 
109.6 109.6 
122.7 122.7 
129.6 29.6 
129.1 129 
135.0 135.0 
140.! 40 
{10.4 110.4 
143.6 143.6 
115.6 115.6 
11.5 
99 99 
164.1 64 


47.2 47 
0 0 
25.5 5.5 
122.9 22.9 


15 
140 140 
156.3 563 
151.3 51.3 
138.1 38 


106.2 106.2 
102.3 102.3 
115.5 115.5 
102.0 102.0 
108.0 108.0 
108.9 108.9 
107.3 106.4 
98.9 98.9 
88.) 88.! 
97.8 97.8 
91.6 914 
68.9 689 
69.0 69.0 
73.5 73.5 


Source 


Bureow of Lobor 


o 


a wa — 


yn 
>w 


> 
~ 
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87.7 
978 
938 
73.5 
745 
76.5 


Stotistics 


. . 
Wholesale Price Index for 62 Electrical Products | 
132.8 
96.4 
81.9 
145.4 
(26.8 
145.0 
137.4 
146.5 
138.1 
152.4 
110.4 
115.6 
141.4 
111.8 
118.3 
22.7 
129.6 
29 
135.0 
140 | 
10.2 
| 
16.9 
= 
130.5 
22.8 
149 49.3 149 
iit | 
140 
147.9 
= 
108.2 108.2 06.8 ny 
104.7 104.0 101.2 
106.5 
104.1 
112.9 
100.5 
107.1 
110.5 
106.) a 
109.6 
a9 


REGULAR BULB has bright 


spot in the middle, can cause reflected 
glare, darkens with use 


bs 


> 


a 


>} 


For 3rd straight year, 


NEW G- 


bright all over, softens shadows, cuts 
reflected glare, stays white for life 


E WHITE BULB is 


| 


General Electric goes 


all out to boost Will BULB sales. 
Urge dealers to tie in. Start taking orders now! 


NEW PACKAGE! Shoppers find it easier to 
choose G-E White bulbs in the new clearly 
marked 4bulb cartons. And there's a new 
factory-packed assortment that gives retail 
ers a balanced quantity of 42 60-watt and 
46 100-watt bulbs, plus display material. 


by BE | 


NEW SALES BUILDERS! General Electric 
offers plenty of eye-catching display material: 
a wall banner, counter cards, tuck-in cards, 
price cards. Get your customers to use them 
and they ll pick up profits by picking up 
impulse sales. 


BIG PROMOTION! The Jane Froman TV show 
reaching millions of consumers will plug 
General Electric White bulbs on Thursday 
nights, March 3 and 10. Two full pages in the 
March 7th LIFE will convince millions more 
to buy G-E White bulbs. 


ELECTRIC 
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TIMES and TRENDS 
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The net profit rate of the electrical whole- 
saling industry has reached its lowest ebb in 
postwar years. The average apparatus and sup- 
plies distributor netted somewhere between 
242 and 3 per cent before taxes in 1954. For 
the average full-line (apparatus and supplies 
plus appliances) wholesaler, the fruits of a 
year’s labor were even more withered: he was 
lucky indeed if he netted 2 per cent before taxes 
(See page 112). 

Arrayed against these starvation-level statis- 
tics are ones that—paradoxically—show 1954 
to be the second-best (or equal to the second- 
best) dollar volume year in the history of the 
electrical wholesaling business; that—in com- 
parison-inviting contrast—show 1954 to be a 
highly profitable year for electrical manufac- 
turers and power companies. 

Why is it that the electrical wholesaling in- 
dustry, which has seen its dollar volume in- 
crease 8 times in 14 years—from $788 million 
in 1939 to $6,220 million in 1953—has to 
put up with such piddling profits? Why is it 
that electrical distributors have to settle for the 
low road while manufacturers and power com- 
panies are definitely taking the high road to 
profits? 

Seen from the operating level of the average 
distributor, the situation is bewildering and 
frustating. And it simply can't continue. If it 
weren't for his investment in trained personnel, 
marketing know-how and physical facilities, 
the average distributor knows he could do just 
as well by putting his capital in a bank and col- 


lecting his 22 per cent—without doing a lick 


The Famine Worsens 


ot work. The time for such a drastic step has 
not arrived. But—-significantly—he is retrench 
ing at a time when the market normally would 
demand expansion. 

There is no point in understating the gravity 
ot the situation: it is loaded with peril—for 
manufacturer as well as distributor. How can 
one branch of the industry wax prosperous if 
the branch it is dependent upon is just one step 
ahead of its operating costs? Certainly the ele 
trical industry can't maximize the opportunities 
that lie before it by hopping on one leg 

The situation demands the right answers 
now. Some of these right answers appeared in 
the August issue of ELECTRICAL WHOLI 
‘The Ills of the 
Industry and What You Can Do about Them.” 


SALING in an article entitled, 


Others are presented in “The Vital Link: Where 
It's Weak, How To Make It Stronger” in this 
issue (see page 59). The author of these arti 
cles has thrust aside the web of tangled re 
sponsibilities and relationships that exists with 
in the electrical industry today and exposed the 
weaknesses to the light of practical economics 

But answers alone are not enough. They must 
be implemented by action—action by manu 
facturers to buttress rather than to undermine 
their distributor partners; action by distribu 
tors to fulfill rather than to transfer their func 
tions; action by contractors to sell up rather 
than sell down the advantages they offer to 
accompanies these 


stalk d 


branch of the electrical industry, and the entire 


consumers. If such action 


answers, then starvation wont vital 


industry will be healthier because of it 
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electrical installations 
give you maximum 


PROTECTION 


where combustible 
. dusts are present 


Crouse-Hinds Dust-Tight CONDULETS 

instalied on an automatic checkweighing 

machine for 20 m. m. ammunition — ina 
Class !! Hazardous Location 


Machines that operate in locations where combustible dust may be 
present must have electrical installations that meet the requirements 
of the National Electrical Code. This gives you protection against 
disastrous explosions and fires and assures uninterrupted service. 

For nearly fifty years Crouse-Hinds has manufactured CONDULET 
electrical equipment of the highest quality, designed to meet Under- 
writers’ Laboratories standards for both ordinary and hazardous 
locations. 


If your machines operate in any hazardous location — atmospheres 
containing flammable gases, vapors, dusts, or flyings — take advantage 
of Crouse-Hinds offer to send you a FREE copy of Bulletin 2655. Ie 
contains a complete copy of the Articles in the National Electrical Code 
pertaining to hazardous locations, with many useful tables, diagrams, 
photographs, and suggestions for selecting the correct equipment to 
meet these Code requirements. 

Send for your copy of this valuable reference bulletin today! 


*CONDULET is a coined word registered in the U S Patent Office 
lb destgnotes a product mode only by the Crouse Hinds Compeny 


CROUSE-HINDS COMPANY 
_Syracuse 1, N. Y. 


Milwaukee 
RESIDENT ALPAESENTAT Albany — A 
pus Chinen — Reoding Po 
Creuse Hiads Compony of 
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What's Happening 


Washington, D. in Washington 


January 31, 1955 


@ What's Selling in New Houses—Builders are putting more electrical 
appliances and, so, heavier wiring in all their new houses. The government's 
most recent survey shows this: Cheaper houses are being installed with the full 
complement of kitchen appliances, though air conditioners are still not standard 
equipment. But these houses are being wired for heavier loads. 

Houses costing more than $25,000 are being air conditioned—and the com- 
plete cooling unit is selling more and more. Room or window conditioners 
still will outsell complete units this year, and probably for some two or four 
years to come. But there's a market for around 100,000 complete units this year. 

Here are some estimates to put into your selling kit: Complete systems will 
exceed room conditioners in dollar volume, though there will be more than a 
million room conditioners sold to only about 100,000 complete systems Another 
fact: Experts expected room conditioners to continue to sell up to 2 million 
units and then level, whereas by 1959-1960 there will be a market for about 
500,000 complete systems. 

Sizes of room conditioners are going up. Some two horsepower units are be- 
ing sold, and will increase to around five per cent of the total of 1955. Three- 
quarter horsepower air conditioners will be the most popular, and around 50 

per cent; one-horsepower will do more than 20 per cent. The portable or so- 

called console models will still be small sellers, around 21) per cent. 


Changed Spending by Military—yYou should look for business to pick 
up at shipyards around the country as a result of Eisenhower's plans to increase 
shipbuilding and reconversion. It’s just one example of how military purchases 
of hard goods—planes, tanks, guns, ships, and the like—can step up business 
in given localities. 

The Navy has plans for starts on a number of new ships, including a new 
supercarrier of the Forrestal Class. Maritime Administration is after $103- 
million of new authority to place orders. This added to matching funds from 
private industry, should put another $225-million worth of business into the 
shipyards, in addition to some $400-million that's already underway on gov- 
ernment programs. 

While total military spending for munitions stays about steady (around 
$12.7-billion per year), ships, planes and guided missiles orders will rise. Air- 
craft plants alone will get about $7.5-billion next year from the government; 
Air Force gets the most increases, by far. Guided missile and electronics orders 


keep climbing. 
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@ School Construction To Get U.S. Boost—aA!! the signs point to the 
federal government parceling out money to schoo! districts before the year is 
Out in an attempt to meet the huge shortage of classrooms. 


There's a big new market here, that should begin opening up by the fall of 
this year. 


The President is solidly behind quick legislation and speedy voting of funds 
for new schools. And the Democrats who now control Congress are trying to 
get a political jump ahead of the Administration by having a bill of their own 
well along before the Republicans get started. 


School needs have become a politically-powerful issue, and both parties 
want to get the credit for making the money available to the school districts 
that need the classrooms but haven't the funds. Some $500-million of federal 
money is what the Democrats want. Their idea is to allot this to the states, who 
would have to match their allotment with funds of their own. The formula 
most popular is 50-50—which means that a federal fund of $500-million would 
build $1-billion worth of new schoolrooms. 


Schools are only one part of a really huge program of public works that Eisen- 
hower is backing. For instance, there’s the new program for highways which 
should pump $2.5-billion per year into new road building for the next ten 
years—with a step-up in state road spending along with it. Besides this, Eisen- 
hower is backing new hydro projects in the West, increased public housing 
starts, and the like. 


The highway program will generate another piece of business in the utility 
industry. Electric, gas, and other utilities report to the Bureau of Public Roads 
that the cost of relocating lines, as a result of new road building, was $20.9- 
million in 1953. 


Eisenhower Backs Small Business—The President's Council of Eco- 
nomic Advisers has come out for continuing the Small Business Administration’s 
kitty from which it lends to small companies that can’t get credit from other 
sources on reasonable terms. 


The agency expects to double the number of loans it made during the year 
ahead. Its estimate this year is that some 450 firms will get loans; totalling 
about $22.6-million. Next year the agency figures it will lend to 1,080 busi- 
nesses a total of perhaps $54-million. An appropriation request will go to Con- 
gress to finance this program—and Congress will come through with the money. 


First Atomic Electric Plant Next Year—The Atomic Energy Commis- 
sion predicts that the first atom power plant to produce electricity in sizeable 
quantities will be completed some time next year. In its 17th semi-annual re- 
port to Congress, the commission noted its experimental boiling water reactor 
at the Argonne National Laboratories (near Chicago) is scheduled to turn out 
5,000 kilowatts of electricity. The 60,000 kilowatt atom power plant being built 
at Shippingport, Pa, is expected to be finished by 1957. Westinghouse is 
building the reactor part of this plant with government money and Duquesne 
Light Co. is building the conventional generating part of the plant with its 
own funds. 
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NEW PRODUCTS 


Leviton Outdoor Devices 
Unaffected by Weather 


CAT. £233 CAT. #1432 


Ideal for outdoor installations — on 
patios, porches, garages, industrial 
structures — Leviton Weatherproof 
Switches and Receptacles offer 
complete protection against the ele- 
ments. Leviton single-pole and 
three-way switches, for example, 
are fully enclosed. Each has a rub- 
ber mat behind the cover plate and 
is lever operated, so that operation 
is not affected by moisture. Recepta- 
cles have cover, on a chain, which 
screws into outlet when not in use. 
Each device individually boxed, with 
corrosion-resistant plate and screws 
included for easy installation 


LEV-0-LOCK Rubber Caps 
Minimize Shock and Breakage 


CAT. 35198 


CAT. 25178 


LEV-O-LOCK Rubber Caps afford 


extra protection against shock and 


breakage often encountered in in- 
dustrial installations. Order type 
5178 caps for 20 Amp., 3 wire, or 


type 5198 for 20 Amp., 4 wire 
Sturdy construction features assure 
long life; latest design makes in- 
stallations fast and easy. Other 
famous LEV-O-LOCK devices, in 
bakelite, listed by the Underwriters’ 
Laboratories, are available in 2, 3 
and 4 wire, 10 and 20 amp. caps, 
connectors and receptacles. 

For complete information write 


Leviton Manufacturing Company, 
Brooklyn 22, N. Y. 
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QUICKWIRE switch—cutaway to show 
Leviton’s exclusive heavy coil spring 
pressure connector 


EASILY THE BEST! 


— Quick and easy installations are done best with 


NEW LEVITON ~«.wickwire 


spring type, screwless terminal switches and receptacles. 


QUICK — because there are no wire loops to make, no screws to loosen and tighten 
EASY — because you simply strip the wire and push it into hole. BEST — because Leviton’s 
exclusive heavy coil spring connector holds the wire in place firmly, making permanent 
contact. To release, simply insert a screwdriver into the release hole. 


You save time, money, labor costs when you use QUICKWIRE spring lock switches and 
receptacles. Simple, easy-to-read instructions are molded into the Bakelite on each device. 
Deeply recessed wire wells prevent exposure of bare wire. Fully enclosed housing, plaster 
ears, and handy strip gauge marking on each device. 


QUICKWIRE receptacles are available in brown or ivory phenolic. Switches have either 
brown or ivory toggles and the same famous Leviton switch mechanism — known for 
service and dependability the world over. And both devices meet UL, CSA and Federal 
Specifications, of course. 


Your test fobs ave done wtlh 


For full information write: 
LEVITON MANUFACTURING COMPANY + BROOKLYN 22, N. Y. 
Chicago Los Angeles Leviton (Canada) Limited, Montreal 
For Best Results Use Wire By AMERICAN INSULATED WIRE CORPORATION 
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Safety...economy...dependability 


are molded into 


SETS 


@~ with “L” shaped grounding blade 


for use with flush or surface receptacles with 
) “L” shaped grounding slot (see figure A below). 


Catalog Stendard Pkg. 
Number | Conductors Rating Quant. | Weight 


— M-3899 10 30A-250V} 12 17 
Here’s a new cord set engineered especially for use with 
dryers and other appliances and equipment which re- 

i | -A i 
quire only 30-Amp service under NEMA standards and m-3901| 3410 | 60” | 30A-250V 18 
the new UL code. 


This new molded, all-rubber Royal cord set has the same M-3902/ 3 # 10 72” | 30A-250V 7 
quality characteristics of Royal Range Cord Sets, “POWR- 
KORDS”, and the full Royal molded cord line . . . the 


kind of li hich al * 
nd of quality which always assures buy ROYAL . 


complete dependability and satisfac- 
tion a you a your ‘rg ; \ you'll sell better / 
ROYAL ELECTRIC COMPANY, Inc. (NAL\ PAWTUCKET, RHODE ISLAND 


Makers of WIRE © CORD SETS © FUSES WIRING DEVICES © CHRISTMAS “ROYALITES”” 


M-3900; 3210 48” | 30A-250V/ 10 17 
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Smiling faces of Cadillac Electric salesmen" answer question .. . 


er 30 Years Service 


... WHAT? 


For the seven 30-plus year men at Cadillac Electric Supply Co. in Detroit, 
it's only the start of their best selling years. This firm's enlightened manage- 
ment knows how to make the most of its most valuable human assets 


By George D. Farley 


LD SALESMEN never die—they don't even of inspiration and counsel for Cadillac's young 


fade away at Cadillac Electric Supply Co. in salesmen. Because they've seen stock go fron 
Detroit, Mich wire, knobs and tubes” to the thousands of iren 
This human relations-conscious electrical dis customers require today, they fully recognize the 
tributing firm boasts seven men—each with 30 importance of seeking, finding and exploiting new 
of more years of continuous service. And they ve sales Opportunities in new fields. And that’s just 
just started to hit their strides, according to what they are doing every day, says sales manager 
Cadillac’s president, Morse Goldman—himself a H. G. Blumberg 
36-year man (standing, center, in picture above) Take the inside salesmen,” he suggests. “They r 
e Priceless Know-How—Constituting the hard quick on the uptake because of their experier 


they visualize the 


core of the company’s selling and service reputa Taking an order for one item, they 
application and usually can suggest several relate 


tion, these veterans possess 221 aggregate years of 


practical electrical product knowledge and whole items that the customer invariably will buy 
saling know-how. That's why the firm's manage e Human Assets Vital—Recognizing the value 
ment is happy about the situation. The group's f Cadillac's 30-year men, president Goldman adds 
experience and contacts with customers developed These seasoned employees have contributed in 
over the years lend considerable prestige to Cadil great part to what this company stands for. I only 
lac’s operation especially since their collective wish we had more of them. After all, why should 
caliber is hard to match i salesman have to bow to the arithmetic of ye 

Having grown up in the trade concurrently when he reaches the point where his experience 
with the automotive and related industries in the makes him most valuable to his firm and himself 
Motor Ciry, the 30-year men are a constant source That's why we're long on human relation 


“For names and know-how of these veterans, turn page 
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After 30 Years (cont.) 


What Goes into the Building 


Don’t Forget Follow-through 
HOWARD SILVERTHORN, outside industrial salesman, with 33 years’ service. 


Number one on my memory parade takes me back to 1922 in the elementary 
days of industrial lighting. Cadillac had just secured a new line of industrial 
reflectors—and it was pretty hard to get a good line then and reflectors were 
a hot product. I was moderately successful with them but | ran up against one 
purchasing agent who never did take to me. He nor only told me he intended 
to buy a lot of reflectors but also showed me the requisition to prove a com- 
petitive make was specified. | was young and cocky so I went to see the electrical 
engineer, sold him on my line and asked if my company could quote. He agreed 
I told the p.a., but he just smiled and said, ‘the engineer always says that— 
doesn't like to hurt your feelings.’ I went back, got the engineer and asked 
if he'd personally tell the p.a. that my line was acceptable. He did and I followed 
up and got the order. Later, I learned that it was the biggest single order the 
manufacturer had received up to that time, amounting to 2,800 500w. steel 
reflector units 

Would I do it again? If I was right and the engineer backed me, you bet 
I would. You see I've lighted that same plant from then till now 


Persistence Pays 
J. A. ANDERSON, outside industrial salesman, with 31 years’ service. 


The first year I came to work for Cadillac, all anyone seemed to talk about 
was cracking the (then) new General Motors Corporation building. It was 
constantly on our minds and had become a frustrating symbol of sales resistance 
to a young firm trying to build a reputation. Here we were, right in the heart 
of Detroit and we couldn't seem to break in an account with GM. I personally 
had made at least a half dozen calls with nary an order resulting. The purchasing 
agent just wouldn't try us 

On my next call, I ran into luck. The p.a. had a problem. That I expected, 
figuring ‘he’s testing us. We weren't found wanting. He needed 12 dry cell 
batteries before the end of the day. Within an hour, Cadillac had the order 
up to him 

Ever since then, the General Motors building has been one of our good 
wccounts. But that first sale sticks in my mind. I think it was a shot in the 
confidence arm for all of us. I personally know it meant a lot to me as a cub 
salesman for a fledgling electrical wholesaling firm at the time 


Curiosity Usually Counts 
ED TOPPING, electric housewares manager, with 30 yeers’ service. 


New products have always fascinated me. That's how I came into the house- 
wares end of the business. In 1934 i became interested in electric coffee-makers 
then helped compile Cadillac's first housewares catalog 

Every once in a while, my quest for new items leads me up a blind alley 
like the time a woman called asking if we had the flashlight without batteries 
that she had just seen demonstrated on TV uftering trom acute curiosity 
I called the station. They hadn't monitored the r | t know the manu 


facturer. I kept digging and finally discovered that this hot new product was 


only a hand spring powered survival light 
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Something New Every Day 


HUGO HERMAN, supplies service man- 
ager, with 34 yeors’ service. 


When I started with Cadillac, the 


most complex device we had to sell 


was an open knife switch. Today you 


have thousands of items—each calling 


for a little thought and study to sell 


| like to think I know abour every 


product b a recent phone request 


from an Old-time contractor tempo 


rarily raised doubts in my mind. He 


wanted pork chop.” Now I'd heard 


of ‘goosenecks’ and ‘crows’ feet, but 


never of a ‘pork chop 


After a lot of asking around and 


looking through catalogs, 1 discovered 


that pork chor as this contr: 


mbles a pork chop. After 34 years 


mvinced ) lo | 


thing new everyday 


=. 


Trouble-shooting Teaches Learning the Hard Way Luck Helps, Too 


BOB DAWS, special order man, with 30 ARNOLD WESSLING, inside supplies sales- OSCAR BEECKMAN, dispatcher, with 32 
years’ service. man, with 31 years’ service. yeors’ service. 


After all 


still get a | started here as a truck driver or I's been pretty lucky uring my 


these years, | 


boot out of running down special January l t—the coldest day of years. Once hen Il w iriving 
products and just generally trouble- that year. | remember trying to } | followed tility truck down a stecy 
shooting. Take the problem I'm work too heavy a load on the 1 Model 7 hill on a rainy, hazy day. It was carry 
ing on now. A customer ordered tw ind if TOOK Me some time to discover Mp telephone pole and sudden 

different items but gave the same thar it was resting on the tires. And stopped shor lodged the pole a 
catalog number for both. I called him iriving a load of in nduit t me through the window and im 
to ask abour it. He said he rdered iCFOSS SIX SWit ng row f trolley bedded in the back ishion. And | 
the same two back in November track bounced the shipment out on once shipped 2,000 instead of 1,000 
1953. So, I'll do a little detective jot rhe venue. | had motormen, the feet of nduit to the G.M. Turnstedt 
dig out the order and straighten the transit mmissioner and policeme pl I ied the purchasing agent 
situation out. Trouble-shooring helping me reload that pipe so trafi re fast. He just laughed and said 
only gratifying—uit helps y tc re could resume. | still know the ty and Well keep it be ie well need it 


learn the business 
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Improve Light Qutput...Reduce Maintenance 


© Unretouched photograph shows results of 
unbiased comparative test. The ABOLITE 
SLOTTED-NECK, ALL-WHITE reflector had 
practically no dust deposit and showed almost 
no reduction in lighting efficiency. In the 
ABOLITE unit, lamp heat causes automatic air cir- 
culation through ventilator slots which prevents 
dust and dirt from accumulating on reflector 
surface. This results in longer lamp life, greater 
illumination over a longer period of time, and 
reduced maintenance costs. 


@ Tests show that 
ALL- WHITE, 
SLOTTED-NECK reflec- 
tors keep a 1000 watt 
lamp 40° F. cooler, and 
give 7% more up-light in 
line with modern lighting 
standards. This results in 
longer lamp life and bet- 
ter light. ABOLITE ALL- 
WHITE reflectors are fin- 
ished on the outside and 
inside with the whitest 
titanium white porcelain 
enamel ever developed. 
After 12 weeks of con- 
tinuous use, Comparative 
tests proved that 
ABoLire ALL- WHITE, 
SLOTTED-NECK reflec- 
tors gave 989% of their 
original high illumina- 
tion. This was 36% great- 
er than a comparable por- 
celain reflector without 
slotted neck construction. 


ABoLiTeE ALL- WHITE, 
SLOTTED-NECK reflec- 
tors give a modern, effi- 
cient appearance, and at 
the same time result in 
highest illumination at 
the lowest total cost. 


At No Extra Cost All Reflectors Pictured are Available with the 


Original ABotite Features of Slotted-Neck De- 


sign and Whiter-Than-White Porcelain Enamel 


Finish Inside and Out. 


AB LITE 
€GATEHNG DIVISION 


OHIO 
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Selling the 


Fan Markets 


Competitive Year Ahead 


More fans in all sizes and 
shapes for all markets can be 
moved from distributors’ 
warehouses this year than ever 
before. This is the feeling 
EW’s editors got during their 
trips through different parts 
of the country in January. 
Distributors are boning up 
for what they consider to be 
a good year ahead, and a very 
competitive one. They are put- 
ting added emphasis on the 


important part to be played HE SAYS ‘SELLING FANS IS MY 


this year by dealers and con- 


tractors in promoting fans. 
In the industrial end of fan 


Oo Dp rofess Oona | 


fan specialization is slow but 


is gaining in popularity. In 
the meantime, the regular sup- / 
plies salesman can be de- + obb 
pended upon, when furnished y 


with the right technical infor- 
mation—and a strong deter- 


mination to learn—to carry 
out more than his share of fan e Supplies Salesman Duke Garland (right, 
selling in the industrial field. above) sells fans as ‘extra service’ 

The three articles in this 
section deal with distributors @ From breweries to churches, he sells all 


and their salesmen’s activities 
in the three fan markets—in- 
dustrial, dealer and contrac- 


tor. Their case histories, we @ His firm, Allen Electric, has hiked fan sales 
think, encompass generally ae 

the electrical wholesaling in- 500 per cent in six years 

dustry’s basic selling methods 
and determinations in this one 
product category. By Durward Humes 


commercials, industrials, institutions 


For the full story of Garland’s ‘‘hobby,”’ turn page 


Febrvery, 19S55—ELECTRICAL WHOLESALING 


we 
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he 


COMMERCIALS. Linden Restaurant 


are sales included in Duke Garland’s 


Main 
to work, supplies salesman H. B 
Duke Garland 
direction 
ot | 
Let him explain 


RIVING DOWN his Screet 


1 look in any 


and see the tangible results 


six-years “sideline 


See that plant over 


there. Those fans on the third floor 


we sold them Look at that 


rant. those ventilation stacks are 


propeller fans we sold three years 


ago. Nice 
the summer 


place to eat especially in 
And that church. The 
fans are in the loft and you 
them inside, but they really mov 
aur 

is actually Hamilton 


Pa., 


Salesman 


Main Street 
Street in Allentown 
Garland is outside 
Allen Electric Co. Six 


says he 


years ago 


didn't know a cfm from a 


The 


in the industrial, commercial 


trame firm's fan business then 
and in 
stitutional markets was good but nor 
excepuonal 
Today, Allen 


many 


Electric 
times as fans as in 1949 to a 
wide range of customers 
firm's “fan man,” Garland 
of the credit 


e No Engineer—Yet Garland ts not 


gets mk st 


42 


above 


six years of selling fans 


moves hve 


and as the 


Fan story starts on preceding page 


iS 


‘HOBBY’ 


Takes In 
q All Markets 


clubs and office 


specialist in the engineering 


are another product, like 

ble, to be sold. He 


professional hi Ibby 


con 


more than a 


Garland pored through 


i books on the subject 


logs 


cata 
} } 
He began, om 
ments 0 i Tan units to 


been doing th 


knew the rudi- 
his custom 
with 
sells, 


installarions—and 


ccess, ever since He 


i 
nph mts 
of Allen Electric's five 
| 


Garland sells in highly 


outside 


men industrial 


Allentown Bethlehem, with oc 


casional forays into Easton and sur 
jing areas. He talks and sells fans 


roun 


industrial accounts—concerns 
Steel Ar 


Brown 


tr his 
Bethlehen 
Phoenix Clothing 
Horlacher 

But 


growth ot 


like Products, 
Shoes and 
Brewing 

with industrial expansion goes 


commercial services. Gar 


land has not neglected such markets 
hardware and depart 


undertaking 


as restaurants 


ment stores, and even 


establishments has sold 
municipals, 1s 


Moreover, he 
and 


rrons 


many inst 


even exploiting a relatively new mar 
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ket in his area, church ventilation 
e Quality Comes First — Garland 
bases much of his fan-selling success 
on a simple, but sometimes difficult 
tO maintain, credo. Quality, both of 
the unit itself and of the installation 
specifications, must be maintained 

At Allen 
sell only certified fans. Our prices are 
But 


consideration 


Electric,’ he says, “we 


CcOMpetitive when price is the 


only we get out 


Just as Garland con- 


important, 
tinues, “is the sizing and installation 
The fan has got to be the right one 
trouble. If 


its installed as we specify, we stand 


for the job, or were in 
behind it 


One ot 
industrial Customers 1s 


e Convinced Customer — 
Garland’s best 
*hoenix Clothing Co., makers of men’s 
They have long bought supplies 
Allen Electric but it wasn’t until 
they began buying 


Garland 


wear 
trom 
four years ago 
fans from 

Phoenix, dissatisfied with the per- 
formance of the 18-in. fans they had 
begun World War 
Il, turned to Garland with a request 
He ad 


needed, 


installing during 


g and specification 


for sizi 


vised fa reer size was 


1955 


| 
| 
| 
| 
| 
| 
a 
| 
| 
| 
n 
i far 
| 4 msc 
3 wire an 
fers them his 
ung with 
Starting 
| 
rs. And he 
| 
ing 
increas 
a | 
Siz 
and 
the 


point, they just put im au condition 


il This is a good talking point with 


that type of Customer 

e Growing Market Equally im 
portant as a market are institutions hel 
Garland recently sold two installations 


e tor the undry and the other tor 
he kitchen the enlarged Allentown 
Gener: Hospital. Both installations 
t round the clock, burt the hospital 


eer Claims that they work per 


\ 
INDUSTRIALS. Fan installatior in th ndustria!l area range 4 riand, an cuve churchgoer hin 
trom Phoenix Clothing ‘above! to stee! m noe tactorie selt tivates the growing churcl 
til rker. One of his latest 
j ns mn his church Rose 
heran, in Bethlehen 
\ er church, the Silverdale Men 
rpy Perkasie was hus 
vy Sal \ e bidding on the jot 
mig Doard an 
ct 
inte 
er bids—t 


ce the Sak 


e Special Service Many Allen Elec 


INSTITUTIONS. Allentown Hospital ‘above! and many ric fan sales are made by other sales 
hurches are part of Allen Electr pe ent increase met but Garland Is msidered the 
f man. He knows the Dyer we 
¢ wi ‘ n ul eal eng 
and sold the new installation on a the bortling room, the brewing hit neers 
quality hasis. The fans worked well nstalled two 48-1 nits las Ww tT ng NEcess works out 
and Garland had a new customer W orke had my ned t he mplex jobs with manut rer engi 
Phoenix is a good customer, to 140-1 levree heat near the n eers and sul t Ks figures 
with over two dozen units installed chines made t impossible to work ! ven i loses the job, he cas 
in its Allentown plant. Each installa there on hot days. Garland, whi 1 the 
rion was Custom-specified to do ob been rying fans for this re A Morris Gartinkel, vice pr lent and 
in a particular department, such as called in and specified ¢ nstallatior Allen Electr backs 
the cutting, shipping or pressing The au ve ‘ n. Fan good 
tes { chere e m re ( st of 


rooms minu cor 
elling " ch lar calls 


The most recent installation 1s plaints from the employe 
typical Eight 42-in. units were put Still another installation, tl in the j i I Remember, once 
along the south wall of the shipping commer f . Bethleher 1 f in 
room, to utilize the prevailing north Linden Restaur Iw { vert enance or further worry 
west winds. Smaller oscillating tans installed there, one to ventiat (rar hin f is pre vf the 
were hung from the ceiling, driving lining roon nd the other as range f his fan applications, | 
air across the large room to the wit kitchen ext t It shied the hink here e 1 moral in } 
jow units wher says. Both of then good me 

We had considered dehumidifiers I We sell fans the year-round. I'n 
admits Lou Richmond, Phoen:x plant On commercial installatsor the ways talking fas nything from 
engineer. “We had to reduce moisture = rang from ballrooms to ofhces—Gar let-size jot f p. Yo in sell 
in the suits store 1 there Burt whet [ } re sales angutle them in December even though they 
Duke said fans could do that job and Take one departmet tore he re nstalled until April 
keep the room cool too, we took hin says The wanted r condit nj | get bans it of selling fans 
ip on i They did the job one several years ago burt c iy flor (; ’ Each pr blem ‘ 
fifth the cost I nvinced them ti far ere 1m ff 1 think of it as an extr 
e The Right Fan—Garland s zg nly » good bstitute but , | hobby. There money in it. naturally 
the right fan for each application ying im more tomers and more but | think my customers really ap 
finds another working example at rhe money. Thet 1 afford pre t ne 


Horlacher Brewing Co Allentown. Is ondit ng told rhet wi 


Februory, 1955—ELECTRICAL WHOLESALING 


= 

| 

Tes 

5 

q 

ite 

Fy 


Fan story starts on preceding page 


His HOBBY’ 
Takes In 
4 All Markets 


COMMERCIALS. Linden Restaurant ‘above! , clubs and office 
are sales included in Duke Garland’s six years of selling fans 


RIVING DOWN his Main Street a fan specialist in the engineering’ ket in his area, church ventilation 


to work, supplies salesman H. B. sense. Fans are another product, like ¢ Quality Comes First — Garland 
(Duke) Garland can look in any wire and cable, to be sold. He con bases much of his fan-selling success 
direction and see the tangible results siders them his “professional hobby on a simple, but sometimes difficult 
of a six-years “sideline Starting with little more than a to maintain, credo. Quality, both of 

Let him explain. “See that plant over learn, Garland pored through the unit itself and of the installation 
there. Those fans on the third floor alogs and books on the subject specifications, must be maintained 


cat 
we sold them Look at that restau He began, once he knew the rudi- At Allen Electric,’ he says, “we 


rant. those ventilation stacks are tor ments, to sell fan units to his custom sell only certified fans. Our prices are 
propeller fans we sold three years ers. And he’s been doing that, with competitive. But when price is the 
ago. Nice place to eat, especially in increasing success, ever since He sells, only consideration, we get out 

the summer And that church. The sizes and specifies installations—and Just as important,” Garland con- 
fans are in the loft and you can't see gets few complaints tinues, “is the sizing and installation 


them inside. but they really move the One of Allen Electric's five outside The fan has got to be the right one 


air men, Garland sells in highly industrial for the job, or we're in trouble. If 
Main Street” is actually Hamilton Allentown and Bethlehem, with oc it's installed as we specify, we stand 

Street in Allentown, Pa. and Duke casional forays into Easton and sur- behind it 

Garland is outside salesman for the rounding areas. He talks and sells fans e Convinced Customer — One of 


Allen Electric Co. Six years ago. he to his industrial accounts—concerns Garland’s best industrial customers is 
says he didn't know “a cfm from a_ like Bethlehem Steel, Air ucts, Phoenix Clothing Co., makers of men’s 
frame.” The firm's fan business then Phoenix Clothing, Brown Shoes and wear. They have long bought supplies 
in the industrial, commercial and 1 Horlacher Brewing from Allen Electric but it wasn't until 
stitutional markets was good but it with industrial expansion goes four years ago that they began buying 
exceptional wel commercial services. Gar- fans from Garland 

Today, Allen Electric moves five : I tt neglected such markets Phoenix, dissatisfied with the per 
times as many fans as in 1949 to a as restaurants hardware and depart formance of the 18-in. fans they had 
wide range of customers—and as the ment stores, and even undertaking begun installing during World War 
firm's “fan man,” Garland gets most establishments. Moreover, he has sold II, turned to Garland with a request 
of the credit many institutions and municipals, is for sizing and specification. He ad- 
e No Engineer—Yet Garland is not even exploiting a relatively new mar- vised that a larger size was needed, 
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INDUSTRIALS. Fan instalation 


trom Phoen:x 


INSTITUTIONS. 


t 
par 


nurchne are 


and sold the new installation on 


quality basis The far 


is worked well 


and Garland had a new customer 
Phoenix is a good customer, too 
with over two dozen units nstalled 
in its Allentown plant. Each installa 
mon was Custom-spcec ined t 
such as 


in a particular department 


the cutting, shipping or pressing 
rooms 

The most recent installation ts 
typical. Eight 42-in. units were put 
along the south wall of the shipping 
room, to utilize the prevailing n rti 
west winds. Smaller oscillating tans 
were hung from the ceiling, driving 


air across the large room t 
low units 


We had considered dehun 


admits Lou Richmond, Phoenix plant 
engineer. “We had to reduce moisture 
in the suits store 1 rhere But wher 
Duke said tans could do that jot nd 


keep the room cool too, we took hu 
up on They 
fifth the cost 

e The Right Fan—Garlands ¢ 


an 


it 


the right fan for each application 
finds another working example at the 
Horlacher Brewing Co., Allenrown Ir 


ve 


Alle Flectr 
the bortling 
nstalle 1 rwo 
Wi rkers 
i) 
chines made 
rhere on Nn 
beet Irging 
called in and 
The risft 
cs Te. 
plaints fron 
Sal rorhe 
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Selling the 


Fon Markets 


To show an increase in fan sales, 
Eaco's Bill Brown Says: 


By Thomas F. Preston 


FTER you sell dealer management 

on promoting and selling your 
line of fans, the distributor's job 

is only half completed The other half 
just as important as the first 
make 
dealer's floor 


is tO 


sure those fans move off the 
says William E. Brown 
New Or 


electrical supplie s house 


Basic idea 


V. P., 


leans, La., 


sales mgr., Eaco, Inc., 


But, nevertheless, have we in the in 
dustry sometimes put more emphasis 
given only a casual 
That, he 
distributor- 
to dex ide 


on the first and 


glance to the second? says, 


is tor each individual 
and his salesmen 
e Personally Speaking - 


Brown is concerned, he says he thinks 


As tar as 


his company and its four outside sales 
men put equal effort behind both the 
pre and the post part of the sale of 
When a fan 


our warehouse we don't consider it off 


fans to dealers leaves 


our hands until it's in the consumer's 


home,” he says 

That's stretching the point a bit 
but you can't underestimate the logi« 
of his thinking. Take last year, for 


instance. Have you stopped to count 
up the number of fans left over last 
September in dealers’ stores as a result 
of either dismal weather conditions 
or inability on the part of those dealers 
to move them during the season? 
Now, 


proach these same dealers this year 


Says Brown, when you ap- 


what do 


with your 1955 sales story 
you run up against? First they'll tell 
you, “Go easy on the sales talk. I've 


got a good many of last year’s models 
make any 
commitments for this year's jobs.” And 
they do, too. They don't want to be 
stuck with them 

e Extreme Pessimism 
next thing they'll throw at you, Brown 
PESSIMISTIC 


to think about before | 


Then the 


contends, will be a argu 


ment on the outlook for fan sales this 


a4 


Get your own sales personnel enthused about sell- 


ing and promoting your fan products to dealers. 
That's the first step to a successful fan season. 
The second step, equally important, is to .. . 


Help Your Dealers 


year, borne out so realistically by their 
experiences a ago. That's the 
hardest selling obstacle to overcome 


year 


because these dealers are convinced 


that, good fan selling weather or nor, 
they're making sure they won't be 
burned again 

How much easier it would be for 


the distributor salesman this year had 
he been able to help his dealer cus 

last last 
year instead of now devising ways and 


romers move year's models 
means of moving them this year in 
order to set the stage for the sale of 
1955 models. In the light of this awk 
selling by 
its no wonder Brown is only 


ward selling arrangement 
default 
satishied when his fans are in the hands 
of the and in the same 
season theyre meant to be put there 
e Repeat Performance Eaco will 
season they're meant to be put there 


year with dealer floor personnel the 


consumer, 


same as in past years. The accent again 
will be on product makeup and per 
The company's planning 
goes something like this 

After the orders are already placed 
with Eaco from the 4300-odd dealer 
accounts in the big cities as well as 
in the outlying areas—usually around 
February and March with a June Ist 
dating—Brown and his salesmen be- 
come a roving team of fan promoters 
One day at the big department stores 


formance 


in the city of New Orleans proper, 
another day at the medium and small 
sized accounts out in the Bayou 
country 

At the big stores Brown conducts 
coffee and doughnut hours for floor 
personnel an hour before the stores 
open. Working along with the indivi 
dual sales promotion departments of 
these stores, Brown and the salesmen 
serve up refreshments at the same 
time they serve up their sales pitches 
While it is impossible to carry out 
the same routine at each account, the 
basic pattern of the meetings remain 
constant—that of personalizing Eaco’'s 
fan products to those people who are 
directly responsible for the ultimate 


sale to the consumer 


The talk is informal at all these 
meetings, the atmosphere friendly 
First mames are used. The fans are 


placed on the floor and the Eaco sales 
men take groups of three or four and 
to them the personal sales 


different in 


explain 
features that are their 
lines than in others. These are features 
that, although not earth shaking, can 
conceivably mean failure 
point of sale—location of 


switches, color schemes, patented grille 


success or 


at the 


for the protection of youngsters’ prob 
ing hands, motors, stands, use of fans 
in combination with air conditioners 


Manufacturer Help—tIn the larger 
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WITH BILL BROWN 


looking on, 


Robbins G 
Mackenroth, center, conducts weekly fan sales meeting in Eaco’s 


manager, R. A 


Myers’ regional 


lighting showroom 


Move Those Fans 


heavy oor traffic, the 


stores with 
manufacturer's representative partici 
pates in these meetings, enabling store 
personnel to get acquainted with the 
factory viewpoint of the fans they will 
be selling. Although most of what is 
explained at these meetings can be 
found in the manufacturer's detailed 
catalog and spec sheets, dealer sales 
personnel have neither the time nor 
the inclination to study them or build 
around the 


them. At 


their sales 
information 
best, these informal meetings serve to 
wrap up in one package the highlights 
of all the features of the fan 
product and these, in turn, are served 
up in easy-to-take doses 
“We have found Brown 

that too many sales have been missed 
by dealer sales people for lack of in- 
formation about the product they're 
trying to sell. We have tried in the 
past to overcome this fault by taking 
over the job of sales training ourselves 
Dealer management is more than 
satisfied because we're taking 
burden off his shoulders and we're 
showing him that were not content to 
sit back after the order is delivered 
and wait for the fans to sell themselves 
Dealer sales personnel, who have other 
fan lines to push besides ours, become 


for our fans 


presentations 
contained in 


sales 


said 


that 


more prone to reach 


at point of purchase simply because 


Februory. 
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of the intimacy we've attached to then 
during our informal meetings 


This 


Brown 


post-selling promotion _ last 
remarked, 


tripling of his fan sales volume to 


year, resulted in a 


dealers. It has also resulted in a clean 


ing out of dealer inventories at the 
end of the season which paves the way 
now for unhampered transactions wit! 
dealers for this season's models 


e What Goes Before 


per cent of this pre-selling activity at 


Ninety-eight 
Eaco takes place in the month of 


January. It is scheduled to coincide 


Winter Housewares Show in 


with the 
Chicago. Brown and the salesmen con 
tact each of the larger dealers befor 
they attend the meeting, not so much 
tor soliciting of orders as for explain 
ing the company’s future plans for 
Cooperative advertising, its setup on 
cataloging information, prices and 
sales promotion, and in general, giving 
these dealers a complete rundown on 
what will be made available to them 
This is done before the Chicago meet 
ing so as to make Eaco’s mark .indel 
lible on the dealers’ minds and fortify 
them 
of the high pressure salesmanship en 
countered at the show 

Pre-booking starts immediately after 


against the influences of some 


and lasts until the 
Orders are taken 


layed deliv 


the Chicago show 
end of 
either tor 


February 


immediate or d 


ery at that time. During this period 
Brown and other salesmen pack up 
the firm's station wagon with the com 
plete line of fans and make full-week 
(rips to scattered areas of Louisiana 
where many of their small dealer and 


Ar each 


combination stores are located 


stop the station wagon is unloade 


and the dealer is close up 


look at the models he saw before only 


given a 


fleetingly in the manufacturer's cata- 


log. After explaining the details of 
Eaco’s promotion and holding a small 
scale sales training program right on 
lealer or his 


the spot with either the 


floor personnel, Brown solicits the 
order which, nine times out of ten 
is forthcoming 

In March and April, large dealer 
“reminder” mailings are made inform 


ing accounts of the complete stocks of 
fans available to them for the coming 


Salesmen 


season follow this up by 


personally istributing manufacturer 


stulters for insertion by dealers is 


their monthly statem nts to customers 


] 


All cooperative advertising commit 
ments are closed around April 3¢ 

¢ Knowing Your Products Al 
luring this time, January to April 
Eaco salesmen beef ip on pr duct is 
formation to fortify themselves for 
any Competitive situation that com 
up We know our salesmen don't 
have to be taughr how to sell.” Brown 
admits but they lo have to learn 
just as much about the products they're 


selling as the manufacturer's represen 


tative whose lines we're carrying 
[his intra-cor pany product training 
1s arried our lur weekly meeting 
in Eaco’s lighting showroom ( picture 
From these meetings ultimatel, 
evolve the scripts for lealer meet 
ings before and during the fan season 


the meetings that 
“usually letern ne 


ume this year an next vear 
“Dealers are not the h 


in the world to get along with 


show them—and show their salesmen 

that you're not only interested it 
their orders but also interested in 
helping them move those orders out 
of their stores youve got yourself 


customers who look forward ro doing 
business with you 
Actually 


ing the old business theory that breed: 


Brown state its work 


success in fan selling as well as in 


appliance selling: ‘Make your aistom 
ers’ problems your problems 


cesses) your 


F 
ay 
= 
Brown puts it, 
r fan sales vol 
est guys 
if you 
| only for the preservation of your own a 
45 


Selling the 


Fan Markets 


Morristown salesman Van (left) sold contractor Rahn on participation 
PLANS in the co-op fan advertising program. Then Van sat down to help the 
contractor learn his products and sales angles. Van put in lots of extra 
time and made many special calls to help contractors joining the sales program 
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1 ee Introducing their new fan selling program to contractors, Morristown stressed cooperative ads and sales 
~ 
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assistance. Backing contractors all the way... 


Sell Fans 


Housewife an ntere 


Rahn st 


SALES 


him 


cooling 
t back 
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Rahn wa consi ‘ } prt 


Strong contractor backing from dis- 
tributor—in help and money—proved 
the kicker as Morristown Electric's attic 


fan sales doubled in a single year 


ELL ‘'EM—Attract 


three-part secret of st h-the 


throug 


Morris 


tT 


contractor attic Saies 


My rrist 


tor rhe Ives 
emscives 


Mort 


fan 
town Electric Supply C 
The 


ran about normal for the 


results Speak 


istown 
Ape units sold in 
moved 200 units 
dismal sales scusol 
M 


Last 


Tell ‘em 
were invite 
juncti 
the pit 
selling angle as 


ave 


facturet 
Attract 


refreshment period 


SalCs personne! 
‘em, During 


specia 
ain feat 


The 


about installation an 


contractors 
mpaizgns n 
irranyement 


Assure ‘em. Mort 


contractors 


These 


lis on 


tener a Th att tar 
ivantage immertime N horne 
ith atistied tomer stisfving were t 


gram All contract 


| 
4 
+ 
‘ 
t en of 
firm: 80 pack 4 
mn attic fan meeting, held in con 
ress was put on the upcoming ; ip 
ire half na-} ilf iverrising 
|_| trica crase aS: 
sales problems 
short frer the introductory 
meeting MM calls ed t those who were a 
continued on next poge 
tallation in a Livingstor 
fines the tangible rewar Equally 
her ting he er-all re ts of the 
who a tised at least five far 
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Contractors Can Sell Fans (cont.) 


"We wanted contractors to see that Morristown thought enough of attic fans to 
spend money and time to sell them. That got a lot of men into the program.” 


interested, and got 


firm commitments 
from those willing to advertise in con 
listributors. Here 


con- 


junction with the 


the main efttort was to assure 


tractors that Morristown was backing 


them all the way—nor only with ad 


vertising money, but with time and 


pecial service as well 


Robert 


was 


Morristown’'s 
Hirs« h 


the biggest factor in luring contractors 


manager 
figures thar this assurance 
into the program 
Contractors aren't naturally sales 
they worry 


installation and 


men, he says. Sure, some 


if 


wour air calculation, 
but they know the engineers can help 
on those problems. The big worry is 


We 


thought enough of artic 


fans wanted them to 


fans to spend money and time to sell 
them That 


tractors 


convinced a lot of con 


Broken down, the 1954 campaign 


sales figures are even more impressive 
than when comp ired with earlier years 
OO units sold in all, 85 were 
contractors who joined Morris 
salf-and-half ad N ine 
idvertised under the pro 

ill of 


Typical is one contractor 


pr gram 


them sold at least 


sold a single unit in ! 4 
he 1 ppe 1 his sales to six units in 1954 
best 
belongs to Ed 
from nearby 


Working in a series of 


e Startling Success—The« sales 


record attx 


Rahn, a 
Livingston 


fans 


contractor 


housing developments, and using each 
the Rahn is 


proof that small contractors—with dis- 


installation to sell next, 
tributor sales and engineering help 
can sell as well as install 

In 1953, Rahn sold fans. He 
to Morristown's fan meeting a 


Like 


he had received the 


two 
ime 
bit dubious about the program 
other contractors 
invitation and the later 
don't card. He 


with 50 other contractors, prepared 


engraved 
forget came, along 
mostly to listen 

Hirsch opened the meeting, talking 
potential profits and the need to “go 
and sell” Manufacturer 
neers, using a mounted demonstration 


out engi 


panel, talked air calculating, louvers 
and cuts for the Color 
added to the value of their talks. Then 


fans slides 


there was more on sales approaches 


and a lengthy open discussion 

During the refresh 
ment period, talking with his hosts, 
Rahn admits his resistance wore thin 
But it wasn't until Morristown sales 
man Marvin Van called on him a few 


days later that he agreed to join the 


after-meeting 


advertising program 
He opened with four weekly ads 
in the small West Essex Tribune 


and his 


using 


manufacturer mats name 


Then the weather turned really cool, 
and he stopped the ads for two weeks 
He closed out the summer with a final 
two ids 

e Advertising Return — Rahn at 
About 


30 people called after seeing the ads 


tributes all his sales to the ads 


two out of three 
easier than | 
As Van said, I 
I talked cool- 


ing. And one guy was especially good 


I sold 22 of them 
Ir went much 
thought,” Rahn says 
never talked attic fans 
little reluctant to 


He was a put his 


46-in. fan in. But he did, and called 
me the night afterward. He was full 
of praise. | isked 


word along. He did—he was my best 


him to pass this 
salesman 


Rahn is the 


contributed to his 


first to admit that his 


location sales. He 
lives and works in an area of growing 
housing developments. There are three 
main home designs—making it easier 
to figure installations 


He found 
aware of tan 


thar homeowners are 


installation problems, 
particularly sizing and air circulation 
But he’s convinced that expert figur- 
ing, plus testimony from satisfied cus 
tomers, will sell them 

If there have been minor problems 

one was several calls comparing 
his prices with metropolitan discount- 
ers—there have been big compensa 
tions. One of these: two homeowners 
who switched to attic fans from room 
air conditioners, and have no gripes 

Another satistaction is that the im 
petus of his fan promotion didn’t end 
with September Ist. Rahn sold three 
additional fans during the fall, and 
has several good prospects for early 
spring installation 
e Distributor Help 


Morristown salesman 


~ Marvin Van, 


the who sold 
Rahn on fans and worked closely with 


him, is equally satisfied 
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This just shows it can be done, 
I've talked to lots of con- 
about Rahn’s success, and 
interested in joining up 
They just had to be 


ne says 
tractors 
several are 
this summer 
shown 

Van says that while 
calls on Rahn and other contractors 
fitted into his routine schedule, most 
of them did not. There were special 
both during hours and after 
After convincing contractors of the 
program's possibilities, Van usually 
went along on the first calls. He helped 
sell and gave psychological backing, 


some of his 


calls, 


plus much technical know-how 

Bob Hirsch lays the success of the 
fan advertising program to Morris- 
town’s two approaches: one to con- 
tractors and another to ultimate cus- 
tomers 

You can't overemphasize the ele- 
ment of our backing,” he claims. “We 
went all-out to the contractors 
that we were in this with them. And 
it paid off. Why, we even offered to 
go out with them Sundays as well as 


show 


There were no Sundays, 
But it was the right thing 


just as important as any talk 


evenings 
thankfully 
to ofter 
about sales potential 

e Customer Pitch—The other factor 
Hirsch in the doubled 
fan sales is emphasis on cooling, not 
on fans. “Fans and brand names won't 
sell themselves. You've talk 
‘complete ventilation.’ The ads talked 
comfort cooling, and so did the con 
tractors. We kept reminding them that 
the attic fan is almost equal in im 


bel 1eves 


got to 


portance to a heating system, yet it 
costs only one-tenth as much 

attempting to 
encourage contractors to talk their cus- 


Morristown is also 


tomers into fan installations in con 
junction with rewiring 

Hirsch puts it this way: “Sure, con 
tracting is competitive. But once the 
contractor has the job, he can really 
go to work selling He can lead up 
to a pitch on fans, for example, by 
commenting on room stuffiness. Or he 
can take cut-to-the-bone blueprints and 
renovate them ro include fans and 
other conveniences. That's a service 
customer will appreciate in the 

un. There's no limit—except 


salesmanship 


rhe 


1955 
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Dry Type Power Tronsformer 


Dry Type Power Transformer 
Design A—1! (10th to 3/4 KVA 


Design C may be mounted horizontally 
Os well os vertically 


1 KVA to 5 KVA 


Closs “A” 55° C insulation Class “A” insulation, 55° C temperoture rise 


Design K—3 phase, 3 KVA to 30 KVA 
Class “8” insulation, 80° C temperature rise 
Other ratings up to 750 KVA 


Stepdown Transformers ovoilable 
rotings from 85 to 2000 weotts 


Make a check of every plant and every 


commercial building over 20 years old in 


your territory and you'll find inadequate 


wiring in 9 out of 10. Rewiring is one 
solution to electrical distribution but 
transformerizing is far more economical. 


Instead of 220 volt power lines, current can 
usually be supplied by the power company 
at 460 or 600 volts. Then with each machine 
individually transformerized and lighting 


February, 1955—ELECTRICAL WHOLESALING 


circuits tapped off from power lines a more 
adequate power load system can be 


accomplished. 


Whatever the need for transformers, Acme 
Electric can supply them. If you're looking 
for a new source of business, write for 
catalogs and prices on the Acme Electric 
transformer lines that are designed to sell 
— high quality, competitively priced, plus 


prompt shipments. 


ACME ELECTRIC CORPORATION 
Main Plant:, 672 Water Street « Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal 
In Canada: ACME ELECTRIC CORP. LTD. * 50 Northline Road « Toronto, Ont. 


a9 


e 

— 
— 
4 

Desien polied with t kets for 
den lot 8 ‘ 
temperoture 

Available in ratings up to 225 KVA 
age 

a 

ae 


The Mechanics of Successful 


The heart of Crowder's system 


to Crowder's direct mai! system is Crowder’s advertising department, orders mailings by check- 
classified by type of ing this chart. He first decides what groups will get a mailing, 
then designates machine numbers for use on addressograph 


CONTROL CHART. Key 
this complete list of firms and buyers 
business and by type of purchasing done. Fred Taverna, head of 
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fig 
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Gee 
Ge 


UST HOW WELI 


| 
D | r e . Tt M a | mail system work tor 
Is it 


° Flexible allowing vi choose 
the exact group you want send 
certain mailing 

’s = and the tools e Low Cost paring printing and 
mailing costs to the bone) 
e Personal lirecting m ro the 
right person—or t just anybody 
firn 


ASS 


Seldom 
Yes 
One 
ntown 
mailing and 


everytn 


sort our 
OEMs whe 
CALL REPORT. In bh ffice, Fred Taverna check , 
compete with tl 


report, and makes addre changes f the firm's mailing 


1 name 


tep j C wrong adadre 
ing with 


ow cost 
ro buyer 
steci-mak 


ire 


e System Advantages Selecting 


suct oun riclict 


man 


ADDRESSOGRAPH. Operator Ron Estes make 


includes 2,500 names and keyed three wa 


45 categorie n al product ; 


SOMETIMES 


ram 
e Plate Changes 


the systems oper 


KARDEX. Operator Verna Reinheimer record: 


mtormation, based nm category system monthly 


Continued 
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your dire 

your firm 

- and products in every possible way 

ts 4 scheme 

: 
Sper ul nets 
carried by Crow 
es for a special mail 
I 
m cir ss and 
— sucn as sending one broch re oe 
of electrical & ipment at 
july 
ing plants in one salesman 
‘ wer ot Crowder's advertising de part 
ao ment We seldom cut it that close 
tf buy ping 
Since tne iveraye poecs t 
ees out a new plate. Mailing list ess than half the total address list an 
y ype re the systen it rhe tim keeps 
Catecoric purchasing man buy 
lown printing ng costs. At 
Crowder, this means about $100 per fe 
| 
Crowder matings are always per 
“Lane 
onal. They go direct to the individua 
— 
= buyer, not t rin mpany idress of 
~ the purchasing agent. Moreover, they 

the system. Not only is it planned 

sales call. Other account contro! most vital’ keeping address plates ug 
saies by product, and in total on page 
5) 


THE SALESMAN’S TECHNICAL NOTES 


TRANSFORMER OPERATION BASIC RELATIONS 


Prima Secondary EXAMPLE (Weglecting Losses): 


Primary [seconde 
Currer*" toad ampere amp. | \load 
\ 120 volts 6 ve/ts 


Yoo Furns 20 


curren? PRIMARY VOLTS PER TURN SECONDARY VOLTS PER TURN 

TOU TUIIATY SECTS S20 volts _ 

ap magnetic’ Primary: turns 23 voll per turn 
whith CUPS turns of Secondary 


WAAIAG, Secondary: = 0.2 per Furr? 
voltage and currerth Y 20 Turns 


pu © PRIMARY VOLT-AMPERES = SECONDARY VOLT-AMPERES 
OCCVIATINIG Cur re: 4S CSS 

the secondary orly when the mag- 

netic Field curls Phe secormdary Secondary: € volfs x 2 amperes 
=/2 vo/t-amperes 

It direct curren? were used, rhe © PRIMARY AMPERE TURNS = SECONOARY AMA PERE -TURNS 


winding would be cur Primary: 2./ ampere x 400 

by the rhagnertic Kreld only when = 40 ampere-Turrrs 

ry current were Switched Secondary: Zamperes x 20 
= 


PRINCIPAL TYPES OF CORE CONSTRUCTION 


Basic CORE-TYPE of sheet- Basie SHELL-TYPE has Mod fred shel/ fas fwo 
stee/ as cot/s two paths for magnetic field; Spital strip stee/ sections 
wourtd orf outer 1E9S. Coils are on center /eg- wourrd around Corls. 


Another she// type /s wound 
of strip Steel ard in Lert with outside /egs 

two. Core is reassembled Shell utth four paths Jef? oper). are 
and clamped pogetherafrer fer mnagneric freld reduces on center eg; tren oulside 


are slipped Prarstormer power /egs are Lert thsed andpuined. 


Variation of shel/ Fype 1s 
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Pinpoints the Information You Need on 


Transformers—| 


By Ww. i. Novak field produced by the first coil will - losses. This 1s r tl np 


across the second coil, as it builds and voltage ts 


and J. F. McPartland collapses due to current alternations in maintained the san the s 


the first coil is in trans! 
5. Interaction between the pulsating lower the losses of any transt er, th | 
transformer is a device by means magnetic field and the second coil will higher the ethcienc 
of which electrical energy can be set up a voltage in the second coil—a 
transferred from one alternating phenomenon similar to previously de . 
current circuit to another. The basic type scribed “motor action Construction 5 
of transtormer has no moving parts Thus, electrical energy applied to the Transformers va rhe : 
Usually, use of a transformer involves a first coil or transtormer primary 1s onesruction hararterist ending 
change in voltage when energy is trans transferred to the second coil or trans pon size and t D ng ut oh 
ferred. If the output voltage of a former secondary. There is no current srrancement of ti ' th 
transformer is higher than the input flow from the first to the second coils - os a trans{ ther a 
voltage, the device is called a ‘step-up Instead, energy is transterred from the re type or a$ 
transformer. If the output voltage is primary to the secondary induction 
lower than the input voltage, the unit 1s that electrical eftect by which voltag sade of sheet-st 
called a “step-down” transformer. If the ts set up in conductors when there ts n the form of ws he twe 
output and input voltages are the same, _ relative motion between the conductors windings are w nd we 
the transformer is called a “one-to-one and a magnetic field. In a generator nosite legs of ¢ with higt 
or “isolating” transformer voltage is set up by the same principl voltage 
Transformers cannot operate on di In the transformer, the rise and of voltace 
rect-current; direct-current would burn the magnetic field set up by the primar in hell ¢ aseel th 
out the wire in the transformer. They produces relative motion between th « ales meade of shect it 
jerive their operation from the funda held and the conductors of the second the fos 
mental characteristics of alternating ary. Voltage is induced in the secondat 8 The wind ' 1 incak 


current 


A transtormer 1s not a piece of In a transformer ft the nun ot che ¢ con 
trical utilization equipment. It does not turns in the first or primary coil ts th a Pe : : 
convert electrical power to mechanical same as the number of turns in the dierent woleas 
power like a motor or change electrical second or secondary coil, the voltag : 
power into light like a lamp. It is, in- produced in the secondary would 

a piece of electrical distribution equal to the voltage which was appli Spirakore transt , ‘ 
equipment, making possible convenient, to the primary It the n er of tur! f «ft t vt 
extensive and effective application of on the primary is greater than the num , 
alternating-current. As a static device, it ber of turns on the secondar the os 1 } 
requires little maintenance and is effi- secondary voltage will bi wer thas — 
cient and economical. that applied to the | ' 

ber of turns on the pr = , , 

re) the number of turns on the secondar Hiper are f spe 
perat on the secondary voltage wil be greater ores r} 
Operation of a transformer is based than the primary voltage. The ratio be oa is , 

on the fundamental characteristics of ac tween number of pr ry and sece ut Th 
electrical energy. A series of causes and turns, theretor letermines whether th » he 
effects are involved, as follows transformer is a ‘step-uy or ‘ste; f 

1. When alternating-current flows down” transformer and also determines ¢han a tack 
through an electrical conductor, a mag the amount of voltage change betweer ninesione 
netic field continuously builds-up and the two windings Iw ‘ 
collapses around the conductor, in time The transformer w ng t whict chs | 
with the frequency of the ac energy is supplied is called the primar strif 

2. If the conductor is wound into a winding The winding trom whict r 
coil of many turns of wire, the magnetic energy is taken to feed an external } } 
telds around the individual turns are t is called the “secondary winding aha, , . 
added together to form a single, con In the operation of any transf ohn — , f :, 
centrated field around the coil the amount of power supple tr tr 

3. If this coil is place } around a seconaar is mever greater than the ' 7; ta } . ‘ 
piece of iron, the magnetic field is amount of power applied to the f { t ‘ 
greatly strengthened and builds-up and mary. In tact, there are some power 
collapses around the entire piece of iron losses in the transformer so that the 

4. If a second coil is placed around power output is always less than the 
the piece of iron, the pulsating magnetx power input by the amount of th Next Month: Transformers tl 
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WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each iength of 
“Buckeye” is made of 
top-grade stew]. 


@ Whenever you call your Youngs- 
town Distributor for Youngstown 
Buckeye rigid steel conduit, your 
order is made ready and tagged 
for fast delivery to you. Service 
is quick and sure—an important 
factor in helping you keep your 
jobs on schedule. Save time and 
trouble — call your Youngstown 
Distributor next time you need 
good steel conduit. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities 


‘SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY 
AND EMT - TUBIN FINISHED BARS - HOT ROLLED 
HOT ROLLED RODS . COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 


\ 
4 
‘ 
BUCKEYE CONDUIT 
art 
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for stapling 
NON-METALLIC 


SHEATHED 


The safest, most efficient stapling See 


tool, ever devised for electrical wir- 


ing men! No danger of damaged area 
wires or short circuits! Cuts cost 

2 Conductor 14) 


of stapling non-metallic sheathed 
3 Cond 
cable as much as 50%. The Arrow Het. 
T-75 Automatic Staple Tacker is xO < SZ 
designed to save contractors consid- 
erable time, money and effort on [7 pane), = 

| 3 Cos Conductor 12 44 


BUILT-IN 
Groove } 
ENVELOPS 
WIRES AND 
CABLES 
| 


— ELIMINATES 
DANGER 
OF wirt 

DAMAGE 


THE MARKET IS UNLIMITED. 


This sensational new product is sure to be a best-seller! Now, 


you can offer electrical contract ng firn pee 1 safety 4 acy 
and ease-of-operation for 1 wiring t With each Arrow 
Tacker you sé your profits w tinue to multiply through 
repeat busine n Arrow staples. Remember! Tackers need 


Ke 


stapies razor 


PLACE YOUR SAMPLE ORDER NOW! 
Regular Trade discounts apply 
to bona fide wholesalers 
YOU MAY RETURN MERCHANDISE FOR FULL CREDIT 
IF NOT COMPLETELY SATISFIED 


ARROW FASTENER COMPANY, INC. 


One Junius Street, Brooklyn 12, New York 


Send somple order checked below 


! 
! 
at Quontity T-75 STAPLE GUN—Price $15.00 
7-75 TACKER STAPLES 
sancult i lea Lenath Price per 1M to box 
Ye 
‘ Send catalog and complete inform 
Arrow [0../nc. 
ONE JUNIUS STREET, BROOKLYN 12, N. Y. Address 
H City Zone State 


“ 
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New Load Centers 


NEW 20 CIRCUIT LOAD CENTER, 
Catalog Number TRP2010A (above) is 
easier to install! Exclusive spring mounting 
of interior permits flush cover to align per- 
fectly with breakers and wall surface 
Aligns automatically—no screws to adjust. 
G-E TQL Common Trip and Type R 


breakers plug in easily, are held positively. 


NEW 16 CIRCUIT SPLIT BUS LOAD 
CENTER, Catalog Number TRPX1610 
left). Snap-in installation (no screws to ad- 
just) means that interior can be removed 
or inserted with finger pressure. And note 
that this device eliminates the need for a 
disconnect switch, thus helping you hold 


down your material costs. 
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Service entrance equipment gives you 
quality extras at no extra cost 


Snap-in installation — interior 
snaps in or out no screws fo 
adjust — gives plenty of room 
tor pulling wires. A G E Load 


Center exclusive 


Automatic 2-way alignment — 
spring mounted teri sure 
clignment of breakers witt 
cover, and € with ¢ ister 
Mush ting 

Straight-in wiring for easier 
inst shors grips like o beor 
trop 


Silver-plated copper current- 


tions. A Load 
Feature Optional Doors and Locks Center exclusive 
NEW 12 CIRCUIT LOAD CENTER, Catalog Number 


carrying conne 


[ET RP1210A features modern straight-in ring on all wire con- 
nections. Strip wire, insert straight in, and rew down tor a ; 
I Bonderite* treated — built-in 
permanent contact. No wire looping necessary. Can't pull out peutention inion 
AG-El d Center exclusive 
Reversible boxes e wires 
may enter at top or bottom 


Soves wire 


Excellent appeorance made 


possibile by quality constructor 


100 AMPERE LOAD CENTER AT 70 STANDARDIZE ON QUALITY! 


AMPERE PRICE! G.E.’s new 8 Circuit load center line—2 t ) circurt now if SES Gs Ge 

Load Center, Catalog Number TRPSIOA stock on  Trumbul . opplionces 
with all the G-E quality extras—lets you write General ¢ rumbull Com- 
meet the growing need for 100 ampere seryv- ponent Department 19-61 Woodford *Parker Rust Proof Co. % 
ice without spending an extra penny Avenue, Plainville, ¢ 


GENERAL ELECTRI 
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ORLD’S 
BEST 


No doubt Adaptabel being best by a 
noe! Size for size, its resonant ring is up to 
140% louder than any other bell 
pletely free of mechanical clatter! 


about 


and com- 


But Adaptabel’s claim to perfection doesn’t 
rely on ringing abilities alone! Design-wise, 
together with 
automatic compensation for plunger wear 

literally dependability and 


Adjustments are 


no moving contacts or springs 
means vears ol 
trouble -tree performance! 


rarely needed 


Ease of installation? Look at the accompanying 
diagram. Could anything be simpler—more fool 
proot? Universal mounting plate is designed 


to fit any outlet box with single gang opening! 


Adaptabels are available in 4, 6, 10 inch sizes 
your choice depending upon the noise level 
to be overcome. All-metal die cast housings 
complete range of accessories include a substi- 
tute slotted gong where muting is required 
tull cast grids for areas where gong may be 


subjected to unusual impact — handsome re 


decibels* 


6 inch 
10 inch 


LOUDNESS FACTOR 
Edwards No. 340 AC Adaptabe/ 


loudness units 


Listed 


cessed mountings where flush mounting ts a 
tactor—outside weatherproof mountings that 


are absolutely impervious to the elements! 


You can see why Edwards Adaptabel* is the 
most popular heavy-duty ringing unit on the 
market today! Write Dept EW-2, Edwards 
Company, Inc., Norwalk, Conn 


Pull wire through 


spacious 


Mount plate on 
wall or outlet 
box. Elongated 
holes moke it 
easy to line up 


center hole 
ond connect to lorge 
binding posts 


Underwrit Laboratories 


Slip signal onto 
sturdy honger, push 
home and tighten 
tamper-proof screw 


WARDS NORWALK, CONNECTICUT... Since 1872 


IN CANADA: OWEN SOUND, ONT. 
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the 
VITAL LINK 


Where It's Weak 
How To Make It Stronger 


Your link in the chain of distribution is being subjected to great stress. 
And there are some serious weaknesses—at the manufacturer connection and 
at the contractor connection—that must be repaired if the link is to re- 
main intact. In the following article, one of the industry's most artic- 
ulate spokesmen spotlights these weaknesses and suggests how to correct 


them. The marginal comments accompanying the text are by EW's editors. 


By A. H. (Bill) Gudie, president, Trade Service Publications 


About the Author 


A wireman in 1923: next a journeyman and then a contractor; an 


organizer of the So. Calif’ Chapter of NECA and later its manager 


from 1932 until today, a management consultant and supplier of a price 


book service to the industry. That's the electrical background of author 


Bill Gudie. His ability to grasp the fundamentals of industry problems 


laim he received 


and present practical solutions was evidenced by the ac 
for his article The Ills of the Industry and What You Can Do About 
Them, of ELECTRICAL WHOLESALING 


in the August 1954 issus 


February, 1955—ELECTRICAL WHOLESALING 


4 oF 
) 

| 

~ 

+ 

| 
59 


It’s a fact that dis-e 
tributors are too prone 
to depreciate the im- 
portance of their func- 
tions. 


And at the risk of mix- 
ing a metaphor--all th 
king's horses and all 
the king's men might not 
be able to put the chain 
back together again. 


Authoritative figures 
Show that the number of 
distributors has doubled 
Since 1939. In some 
marketing centers, of 
course, the increase has 
been greater than 100 
per cent. 


The Vital Link (cont.) 


The Distributor— 


HE established method of distribution in the electrical industry is 
being seriously challenged. In the sale of major consumer products 
the trend of selling direct from manufacturer to retailer is already 

well established. The discount house is changing the complexion of the 
retailer. Sales through home builders as installed appliances are becoming 
increasingly prevalent. The distribution of housewares, apparatus and 
supplies has not yet experienced a revolution to such an extent but the 
signs are here. The undercurrents can be felt and the rumblings of dissatis- 
faction can be heard 

Manufacturers should not be blamed for seeking a selling method that 
will dispose of the greatest volume of their goods, but they may be 
blamed for playing “both ends against the middle.” On the other hand, 
wholesalers are derelict in protecting their position when they do not 
keep the manufacturer sold on the advantage of distribution through the 
wholesaler’s channel. To do this, the wholesaler must perform—he must 
do a job. He must make those advantages so real that the manufacturers, 
retailers and society benefit from the fact that the merchandise does move 
through his link in the chain 
e More Than Meets the Eye—We are all familiar with the old quota- 
tion that a chain is no stronger than its weakest link, but have you ever 
considered the exact function performed by a link of chain? 

t connects the links at each of its ends. But that is not all. It transmits 
the power or pull exterted on one end to the link on the other. And more 
too! It makes the chain the right length. That individual link might be 
cut out of the chain and the links at each of its ends connected. At first 
glance it would appear that the chain were as good as ever, but on some 
job it could be too short just because that one link were missing. 

The wholesale distributor is a link in a chain running from the pro- 
ducer to the ultimate consumer. Cut him out and in some cases he might 
not be missed, but in other situations the chain might be found to be 
too short. 

Like the link of chain, the wholesaler performs many more functions 
than are sometimes discernible on the surface 


The Pattern Emerges 


The electrical wholesale distributing industry, like almost all other 
industries, is currently trying to assimilate the changes that have taken 
place during and since World War II. Normally the changes caused by 
the passage of time are not so noticeable. They are usually taken in stride 
as they come along. However, during the past 12 years the economic 
factors have been so distorted that the changing pattern was obscured 
Now all of a sudden we see it and many business men are acting—to put 
it mildly—as though they were a bit bewildered 

The number of wholesalers has multiplied several times. Distribution 
centers are no longer confined to the largest city within several hundred 
miles. Transportation is faster. Communication is almost no problem 
There are more manufacturers; they make a wider variety of items; and 
they have established additional plants or warehouses in new areas. All 
of these things have their effect upon the way business is done 
¢ Roots of the Business—Wholesale distribution had its origin back 
in the days when transportation and communication were very much 
slower than at the present time. In order that the impatient demands of 
the consuming public be served, it was necessary to establish stocks of 
goods in strategic locations because the ability to deliver is an important 
factor in determining who gets an order. Few, if any, manufacturers were 
at that time big enough, or wealthy enough, to establish as many stocks 
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Manufacturer Relationship 


or redistribution centers as were required. Thus the wholesaler’s discount 
came into being to encourage him to buy in large quantities and set up 
the desired warehouse stocks 

In the early days when national distribution was first becoming a part 
of our economy, the wholesaler was a jobber. He bought job lots on a 
negotiated basis from whomsoever might offer something for sale that 
he thought he might in turn resell. He did not become a distributor until 
he formed an alliance with a particular manufacturer to “represent” him 
and attempt to push or sell that line or brand over and above all others 
In the pure sense, that is what we mean today when we use the term 


distributor 


Distributor Degeneration 


During recent years we have witnessed a trend that if allowed to con 
tinue will result in the wholesale distributor of apparatus and supplies 
degenerating into a job-lot dealer and broker. There are some who say it 
has already happened. It is true that we already have electrical whole 
salers who purchase from any manufacturer that offers them the best 
price at the moment. There is no thought of “representing” the manu- 
facturer or of handling a certain line. It is simply a matter of turning 
over a volume of goods or merchandise. The fact that it is electrical 
merchandise is almost incidental. It might just as well be ash trays 

This trend is only partially due to the conduct of the wholesale dis 
tributors. Manufacturers are equally responsible. Also the manufacturers’ 
agents.” It takes two to make a transaction, so if there are wholesalers 
who buy in that manner, then there must also be manufacturers who 
sell the same way 


A Part or Apart 


A distributor should be an integral part of the manufacturer's selling 
organization. He should not be just a customer who happens to place 
frequent orders. When the distributor ceases to exploit and promote 
a certain line, the job that he does for the manufacturer becomes a dif 
terent one. The relationship between them changes considerably. Cer 
tainly, a manufacturer looking over a list of potential distributors will 
now appraise them differently. Probably, less critically. He will be less 
concerned with the “front” the distributor maintains and more interested 
in how easy it is for his consumers to buy from the distributor 
e Flying with the Fly-by-nights—To this end, some manufacturers 
have deliberately chosen price-cutting volume operators even though this 
is quite obviously shortsighted. The distributor may no longer play a 
major part in introducing or exploiting the manufacturer's brands or 
products, but it is still true that “By the company ye keep, shall ye be 
known.” The reputation of the distributor has a great deal to do with the 
acceptance of the line in any given area. Proof of this is readily evident 
to anyone traveling across the country. In one community line A will be 
considered tops and line X is a dog, whereas in another area just the 
reverse will be true. It all depends upon the type of distribution they 
have in each place 


Homicide by Slow Poison 


It is becoming quite common for the manufacturer's representative 


call upon a contractor or industrial customer. of the wholesaler and to 
quote him prices. Most manufacturers publish price sheets in a manner 
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The Vital Link (cont.) 


Anything that threatens your function 


Policy has a way of 
petering out at the 
"rep" level unless the 
manufacturer polices it 
scrupulously. 


The distributor should 
be more insistent on 
this. 


that is designed to facilitate such quoting since it is considered essential 
in making an effective promotional approach. If the manufacturer's repre- 
sentative confined his quoting to the prices published by his company, 
there would be little criticism—but he does not stop there 

e Big Step in Wrong Direction—The representative is not satisfied to 
make a promotional pitch. He tries to get an order—in the face of an 
avowed policy of not selling direct. The manufacturer's salesmen frequently 
act as though the distributor cannot be relied upon to get the order even 
after they have done the promotional work. 

Too frequently the manufacturer's representative quotes prices below 
those published by his factory. Then after he gets the customer's promise 
to buy at a stipulated price, he peddles the “order” around town until he 
finds some wholesaler to fill it for him at the small margin that is left. 

If this practice were confined to the manufacturers who sell to every 
Tom, Dick and Harry who purchases on a jobbing basis, we could assume 
that it is just what must be expected. But when it is done by the repre- 
sentatives of manufacturers who do have wholesale distributors with some 
degree of ethics and good business conduct, then it is most degrading 
Such manufacturers are undermining their own distribution structure and 
may soon find that they too are selling only to job lot buyers. There won't 
be anyone else left. The distributor as we know him will have become 
the missing link 

The wholesaler who participates in such a transaction is surely cutting 

his own throat. Combine the effects of such selling with the increased 
warehousing and direct shipping being done by the manufacturers, and 
what is left for the wholesaler? 
e Whose Money?—There is nothing in the relationship that exists 
between the manufacturer and his distributors, wholesalers or jobbers that 
justifies the manufacturer negotiating on a price basis with the distribu- 
tor’s customer. If the manufacturer wants to cut the price 10 per cent, 
then he should cur the distributor's cost likewise; unless he does that, he 
is playing with the distributor's money 

Since it is his money that is being given away, it seems to me that the 


butor should have something to say about it. Of course, he can 


distri 
refuse the order but that does not square the situation. Perhaps the dis- 
tributor might have obtained the same order at a higher price and thus 
made a fair gross margin. Perhaps the distributor happens to have a 
better salesman or a better contact 

e Pulling the Rug From Under Him—One thing is certain. After the 
manufacturer has quore 1 a cut price direct to the distributor's customer, 
then there is absolutely no chance for the distributor to get a better price 
The distributor has enough trouble trying to hold his own salesmen in 
line without having to cope with the price cutting tactics of a manufac- 
turer's salesman who is calling upon his customers. I think that too 
frequently the manufacturer's salesman forgets that it is not his Customer 
whom he is quoting 

There are many reasons why it should be an inviolable rule that under 
no circumstances should the manufacturer negotiate on a cut price basis 
with the distributor's customer unless the distributor is present and active 
in the deal 


Suicide by Slow Poison 


There can be little doubt that the existence of manufacturers’ local 
stocks exerts a greater influence upon your methods of doing business 
than any other single factor. The question: is it a good influence? 

The answer probably depends upon where you sit. If you are a small 
under-financed distributor you undoubtedly find such stocks a distinct 
advantage. They enable you to compete on an equal basis with your larger 
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of carrying stock threatens your existence 


competitor who is capable of carrying his own stocks. If you are a manu 
facturer new to the field and unable to get as a distributor anyone but a 
small under-financed distributor then a local stock lets you help your 
distributor compete more equally with the more favorably situated dis 
tributor of your competing manufacturer. 

Conversely, both of those situations translate into detrimental factors 
to the well-established distributor 
e Keystone of the Arch—The wholesale distributor performs many 
important functions but maintaining a stock of goods is the most impor- 
tant. In fact, nearly all of the other functions revolve around that one, so 
anything that threatens the distributor's function of carrying a stock is a 
threat to his existence. Wholesalers who encourage and pursue practices The name of the goose 
that minimize the stock-carrying function are committing commercial that lays the distribu- 
suicide by slow poison. The growing tendency to transactions that short tor's golden egg (though 
circuit the stocking of merchandise is also at the root of many of the only a 10K one these 
industry's present price-cutting problems days) is Availability. 


Paying According to What’s Performed 


Many distributors, under pressure to reduce costs, have thought it wise 
to call upon the manufacturer or his agents to make frequent and 
relatively small shipments direct to their customers. It does save the dis- 
tributor all the warehouse cost as well as the cost of the freight to the 


customer, and on the surface it ought to be a neat trick 
e There’s Always a Catch—But it is true that you cannot have your 
cake and eat it too. It is such an easy method of passing over to the manu 
facturer the cost of warehousing, shipping and freight, that inevitably 
price-cutting will enter the picture. The result: the distributor winds up 
with nothing more than a brokerage profit—which is justice, because a 
broker is all he is when he operates in that manner 

To further this practice, in some areas the manufacturers issue “stock 
lists” twice a month, which are sent around to all wholesalers. Every 
wholesaler’s buyer has these lists in his desk so when he has an order to 
ship he simply looks over the list to find the manufacturer who has the 
item in stock, calls him on the telephone and orders it shipped direct to 


his customer. Apparently many manufacturers will sell any wholesaler and 


many wholesalers buy from any manufacturer 

The manufacturer-distributor relationship is hard to find in such a 
setup. Why the manufacturers still consign stock to such a distributor in 
addition to making his shipments for him is something beyond my 
comprehension of good business. I do not know the manufacturers’ reasons 


Subsidizing an undercap- 
italized, non-full- 
functioning distributor 
is like building a solid 
house on quicksand. 


for setting up such a discount schedule. Perhaps they did not anticipate 
that the distributor would so readily sell himself down the river and turn 


into a broker 

e The Day Will Come 
realization that they are performing the distributor's function and that 
they are not getting paid for it. By that time they will have increased the 
size of their warehouses and personnel, and being human, there will be a 
natural resistance to cutting back. Meanwhile the distributors’ warehouse 
facilities will have atrophied to a point where they could not get back 
in the groove and handle the business if it did return to them. I don't 
know what is going to happen but I do know that the situation as indi 
cated by this trend will not continue indefinitely 


Eventually the manufacturers must come to a 


Furthermore, what is right about it? It certainly isn’t moving goods This should be empha- 
into the consumer's hands any more cheaply. If anything, the total cost is sized to the manu- : 


facturer as being 


higher because at present the manufacturer is to a large degree duplicating 


the wholesaler’s shipping facilities uneconomic. tg 
e Fundamental—The solution? Simply this. Recognize the principles ae 
mn which compensation exists and pay according to functions performed a 
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The Vital Link (cont.) 


The manufacturer should pay less 


If this common-sense ap- 
proach were adopted, 
then the full-function- 
ing distributor would 
not be penalized for 
doing what he's sup- 
posed to do. 


Orderly marketing at 
reasonable price is 
cheaper in the long run 
than chaotic marketing 
at a cut price. 


If it is worth 15 per cent to the supplier to have the wholesaler serv 
ice an order that the manufacturer ships direct, then it is worth more 
when the wholesaler warehouses it and ships it himself. Accordingly, 
when the manufacturer ships goods to the distributor's warehouse, it 
should carry a bigger discount than when the manufacturer ships it direct 

To put it differently: If the wholesaler ships out of his stock and pays 
the freight to a customer a hundred miles or so out into the country 
instead of asking the manufacturer to pay that freight by making a direct 
shipment, then he certainly is performing a greater service for the manu- 
facturer and should be compensated accordingly 

The present distributor's discount has probably been established on the 
premise that it is the amount of compensation he should pay the distribu- 
tor who is maintaining a stock in his warehouse and for selling, shipping 
and servicing sales of various quantities to contractors, dealers and indus- 
trial consumers. It is not for me to say if the presently established discount 
is right but if it is, then it is obvious that the distributor who only sells 
and services an order without warehousing or shipping it should receive 
a lesser discount 
e Less Chaos in the Marketplace—In effect, that is happening at present 
but it is brought about through the price-cutting that usually takes place 
on a direct shipment order. If the manufacturer is interested in seeing 
more orderly marketing of his product he should not leave such adjust- 
ments to the happenstance of competition. He should establish a discount 
schedule that pays less to the distributor who does less. This will at the 
same time compensate the manufacturer for the additional expense he 


incurs when he warehouses and ships 


Resale Schedules Need Modernizing 


It has become almost universal custom for a manufacturer to publish 
a suggested resale schedule, and to a large degree the wholesalers do 
follow these insofar as competition permits. However, too frequently these 
schedules are set up on a basis that is wholly unrealistic. The manufac- 
turer in making up the schedule fails to consider himself as sitting in the 
wholesaler’s position and does not visualize the conditions under which 
the suggested schedule is used. Too often the manufacturer starts with 
his own requirements and simply puts in an intermediate discount to 
cover the wholesaler’s resale 

Some manufacturers set up quantity brackets based upon the units they 
want to ship to the wholesaler without proper consideration of the fact 


The Distributor— 


HEN the figures become available and the record is totaled, we will 


probably find that American business has just wound up its second 
best year 
953. Yet, in almost any group of electrical contractors and whole- 

the conversation turns to complaints that business is not so good 
Ar the same time, American Business, as represented by the corpora 


tions whose stock is generally held by the public, is showing a satisfactory 


that the gross national product in 1954 was second 


rofit. Those corporations are reporting 1954 earnings which, on average, 


are likely to exceed 1953. For the first nine months of 1954, a group of 


ELECTRICAL WHOLESALING—Febrvary, 1955 


rier 
| 
BA 
» 
} 
| 
4 
| 
cm 
or 
sa 
: 


to the distributor who does less 


that one of the wholesaler’s functions is to break those units down into 
smaller quantities when reselling. Some manufacturers show no quantity 
brackets and some show too many. Some show astronomical quantities 


that are never bought 

e Invitation to Price-cutting—Usually no provision is made for the 
fact that some items turn over rapidly and others are very slow movers 
A discount schedule that provides the same margin for an item that turns 


six or eight times a year as it does for an item that turns only once a year 


is no good. It is certain to invite price-cutting on the fast movers or else 


Especially unrealistic 
are Standard package 
quantities on slow-mov- 
ing items and too big a 
spread between quantity 
brackets. 


it shows too small a margin for the slow movers 
There are certain merchandising axioms that should be taken into con 


sideration. If they were, the manufacturer would go a long way toward 
helping the wholesaler lick his biggest present problem—ruinous price 


competition 
Many manufacturers’ resale schedules need modernizing. Most of them 
1 25 years ago. There 


are based upon the distribution pattern that existed 
have been many changes that justify overhauling some of the time-worn 
schedules that are in use. They must be restudied in the light of a new 


set of conditions 


Some Pointed Questions 


The future for the electrical supply distributor rests in his own hands 
strength, shape and effectiveness of 


It is for him to determine the size, 
his link in the chain. If he allows it to become weak, warped or ineffectual 
ly fouling the other links, it may likely be cur out and 


so that it is Constant 
replaced by another that is more effective 
Some years ago I came across an article in a 
a half nude picture of one of the stars of that day with a large title above 
it reading “What am I?” I think that is a good question for every electri 
cal wholesaler to ask himself. If you do, you will probably tell yourself 
that you are an Electrical Wholesale Distributor. If so, then ask yourself 
Are you a stocking distributor? Are you an adequately 


movie magazine that had 


these questions 
stocking distributor? Are you acting like one? 


Are you buying from your manufacturer in large and standard quanti > 

Are you b If your answers are 
ties sO as to minimize the number of shipments he has to make? Do you eas 

¢ ze he nas "Yes," you have every 
yive | active, al representati 4 you mauct yourse in a pusi » 
nesslike manner so as to minimize his office operations in connection with defend yourself! 

=) a * 


sales to you? Do you pay your bills promptly and minimize his credit 


problems? 


Contractor Relationship 


560 industrial concerns reported profits up 1.6 per cent over 19 This Of course, the expira- 
included 20 electrical manufacturers with an increase of 14 per cent tion of the excess prof- 
Nine times better than the average! its tax is a big factor. 
During the same period the electrical utilities in the group showed But the fact remains 
an increase of 11 per cent. Seven times better than the average! These are that the electrical in- 
953 and dustry is growing at a 


of increased profit over the first nine months of 19 
r best previous year. Net profits! After taxes! faster rate than the 
economy as a whole. 


percentages 


that was supp« sed to be our 


So what do we mean—business is not so good? 
e Pain in the Middle—Our manufacturers are producing more 
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The Vital Link (cont.) 


The troubles of the wholesaler and 


As a matter of fact, the 
dollar volume of elec- 
trical goods wholesalers 
has increased 8 times in 
15 years--from $788 mil- 
lion in 1939 to $6.22 
billion in 1953. 


Concentration on fewer 
brands is the only 
method of having an ade- 
quate stock and a prof- 
itable investment turn- 
over. 


When this happens you've 
lost the goose that lays 
your golden egg. 


more goods. That merchandise is being channeled through to the con- 
sumers where it helps put a load on the utility lines. The manufacturers 
and utilities are making a profit. Since those at both ends of our distribu- 
tion spectrum are making a profit, what is wrong with those in between 
who are complaining about poor business? 

If there is enough volume for the manufacturers and the utilities to 
make a profit, then there should be enough volume for the wholesalers 
and contractors. This seems to lead to an inescapable conclusion that 
something besides volume is wrong 
e Brothers under the Skin—It is my opinion that the troubles of the two 
middle channels of the electrical distribution pattern—the wholesaler and 
the contractor—are closely interwoven. Like the wholesaler who adds 
value to the manufacturer's product by increasing its “availability,” the 
contractor also does something to add value. He provides “adaptability.” 
He adapts the product to the use the consumer wants to make of it 

It is the contractor's responsibility to provide that adaptability as 
readily as the wholesaler should provide availability. Each complements 
the other and each must help the other. That is all either has to offer 
to the manufacturer and the consumer 


Selling Direct: How It Starts 


If the wholesale distributor degenerates into a job lot buyer, he will 
put less and less emphasis upon brands. His inventory will become a con 
glomeration of many lines. I know wholesalers who even now Carry as 
many as 10 brands of flush switches. Small wonder that they do not carry 
an adequate stock of any one brand 

If this trend is continued, the contractor is quite likely to experience 
difficulty in obtaining the brand specified for the job he is doing. He may 
have to shop around and pick up a few here and there from a half dozen 
different wholesalers—at a terrific increase in the overhead expense 
involved in purchasing 
e Point of Departure—Wholesalers, too, should take warning. The 
“availability” of an item will be less than it should be. To that extent 
the wholesaler will be reducing the value he supposedly adds to the item 
by reason of it going through his channel. When the wholesaler can no 
longer point to the value that is added because he handles the merchandise 
he is dangerously close to the point where he will get out of the picture 

Let's speculate a little farther on the possibilities of this trend. Here 
we have manufacturers who have their own salesmen out working to get 
their brands specified. Then when the contractor tries to buy them, the 
wholesalers are out of stock, with the result that either the wholesaler 
or the contractor tries to make a substitution. Perhaps he succeeds. Perhaps 
to the consumer it is relatively immaterial because he considers brand Y 
the equivalent of brand X 

But it is not immaterial to the manufacturer of brand X. When his 
men get his brand specified, he considers that they have made a sale 
Obviously, he is not pleased to later discover that the wholesaler and the 
contractor, who are supposed to be helping him distribute his merchan 
dise, have spoiled it. Perhaps he investigates ; finds that the cause of 
this situation is the failure of the wholesaler to carry an adequate inventory 
of his brand, so the manufacturer puts in a local warehouse stock. Now it 
is the manufacturer who is creating the availability of his product 

This costs the manufacturer extra money, too, so it should not be sur- 
prising if he reviews the results of his distributing method. After all, he 
is interested in only one thing—getting his merchandise in the hands of 
the consumer. The wholesaler and the contractor must help him do this 
or there is no need for them. (He is not your father-in-law; there is no 
reason why he need keep you in business 
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contractor are closely interwoven 


already has his local sales organization 


e Doesn’t Take Much—He 
calling upon the owners, architects and industrials 


already has his local warehouse. It is only one step—an ¢ 


—before he is selling direct. All he needs to do is to d 


Selling Direct: Where It Spreads 


When I use the phrase “sell direct,” I do not mean direct to the con 


the owner and 


to 


tractor, short-circuiting the wholesaler; I mean direct 
cutting both out of the deal. Don’t scoff at this idea as being impossible 
It is already happening. Homebuilders are already buying direct from 
some manufacturers the garbage disposals, heaters and ranges being 


installed in hundreds of tract houses. Next it may be the recessed fixtures 


kitchen fans and panelboards 

There is every reason why contractors as well as wholesalers should be 
quite concerned about this. Particularly those engaged in residential work 
In 1914 only 28 per cent of the homes constructed were being built for 
d with 72 per cent 


sale, whereas in 1953 the figures were exactly reverse 
That 


being built for sale and only 28 per cent for individual owners 
approxi 


means 
mately 
here 1s a significant figure! Sixty-nine per cent of these were constructed 


2 per cent of a little more than one million homes 
75 lers for resale. And 


0,000 homes, were built by professional buil 


by only 15 per cent of the builders. That means a lot of volume is con 
centrated in a few large builders 


e Needed: A Good Reason—I have known of attempts by large 


builders to purchase wire, boxes and devices by the carload direct from 


the manufacturer. Unless you give the manufacturers good reason tor 


doing so, some day they may not say no to such 
What is a good reason? 


The best possible reason is that you be a good customer and adequately 


perform those functions in the distribution chain for which you are 
receiving a discount. In other words, for which you are being paid 

Killing Them with Kindness 

At the same time that the wholesaler is falling down on his job of 


being a real distributor for the manufacturer an 
turer or his agent take over his functions—warehousing, shippi1 


quoting, pricing, etc—the wholesaler is stepping in and taking over 


of the functions that should be performed by the contractor-dealer 

e Too Much Service—It would indeed be strange to say that the whole 
saler gives too much service but in a sense that is just what he is doing 
He is giving more service than he gets paid for. At least we call it service 


His contractor customers are the most cultivated, cherished pamp 
ind spoiled group of customers in the world. The wholesalers fig 

jobs for them, endorse their notes at the bank, sit wi 
buy them coffee. They are in danger of being killed with kindness. A 
great many of their troubles come from the fact that | 


made it too easy for them 


Too Much Credit 


Credit is something that should be provided by the wholesaler—up to 


reasonable limits. When he goes too far he becomes a financial partner 
of the contractor. He is furnishing the capital that the c should 
provide 

On the basis of actual financial statements, about 30 per cent of the 
accounts on the wholesaler’s books are broke, not w f credit. Ar er 
10 per cent could not borrow money from a bank except on a collateral 


loan. Yet when the wholesaler ships mercl 
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It is just as vital that 
the contractor act as 
a good customer of the 

distributor as it is for 
the distributor to be a 
good representative of 


the manufacturer. 


Let's hope this doesn't 
include "protecting" the 
contractor on lighting 

and industrial jobs the 
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contractor does not even 
know about 
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The Vital Link (cont.) 


Budgeting your operations—while some 


Credit should be ex- 
tended on a fair basis 
to all customers but 
never out of proportion 
to the customer's "net 
quick assets." A dis- 
tributor in the loan 
business is doomed to 
failure. 


The thinking of one con- 
tractor on credit: He 
recently started in 
business in the South, 
approached a wholesaler 
for credit. When asked 
to list his assets, such 
as truck, equipment, 
etc., he replied: "Hell, 
if I had those things I 
wouldn't be asking for 
credit." Fortunately, he 
lasted only six months. 


In this case, it looks 
like the wholesalers’ 
credit departments 
didn't get adequate 
credit reports. 


4 


» 


» 


the same as if he were lending money on an unsecured loan because that 
merchandise represents money he must pay the manufacturer—and 
promptly! 

e Less Than a Shoestring—In addition to giving credit where it should 
not be given, he gives too much. I know a contractor who has been in 
business less than one year; who has $460,000 in contracts going right 
now with a financial statement that shows a total net worth of only 
$21,000 after throwing in the cash value of his insurance and everything 
else he could beg or borrow from his Aunt Maggie. He owes one whole- 
saler $32,000 that is past due and several others are “in” for similar 
amounts. 

Each of the wholesalers involved thought he was smart. They grabbed 
off that business on “job accounts.” Like the bank that makes a collateral 
loan, they extended collateral credit—that is, they shipped the material 
to the job and then relied upon the fact that the jobs were bonded for 
protection. Nevertheless, each one stands to take a loss, not to mention 
that they have a sizeable chunk of cash tied up in litigation for quite a 
period of time. The interest on the money alone will, in some cases, 
exceed the total gross profit made by the wholesaler 

This is a picture that is all too familiar. It contains many angles that 

should be readily recognized by all of us. 
e The Tipoff—If the contractor could get that many contracts so quickly 
after starting in business it should have been a warning to him and his 
suppliers that perhaps there was something wrong with his estimates. He 
was the low bidder too often. 

Furthermore, if it had not been so easy for him to obtain credit he 
would have been forced to curtail his activities and thus would not have 
been able to spoil as much work as he did. Perhaps on a smaller volume 
he might have got by satisfactorily. Perhaps he was a good electrician 
capable of running a couple of jobs but not a good administrative execu- 
tive of the type required to operate a million dollar business 
e Just a Leech—Most of his jobs were school buildings and other 
public projects. They would have been constructed regardless of his ruin- 
ously low bids. In no way did he contribute to the development of any 
additional business. The electrical industry's piece of that pie was all laid 
out. All he did was to take the calories out of it 

Do you think this is pretty “far fetched”? That it is the exception 
rather than the rule? 

[ know of another city where a new contractor during the last year 
began to grab off a large share of the big jobs in the area. During the 
past 60 days one of the wholesalers began to wonder why he was so slow 
paying his bill when his financial statement looked so good. Investigation 
has developed that the statement was fraudulent, that he was really 
insolvent, that he owes $15,000 to $30,000 to five out of the six whole 
salers in the city and that he is from another state where he was in trouble 
for just about the same kind of a deal. 

Unfortunately, the investigation was made after the credit was extended 

These may be exceptional situations. But they are not exceptional 
enough. It is their prevalence that is spoiling our piece of the pie 

It certainly is not lack of volume that is wrong with this picture 
e Too, Too Much—Both of these situations involve contractors who had 
too much business. Our business methods permitted them to get into a 
field for which they were not qualified, neither financially nor as 
businessmen. 

Likewise, the wholesalers who sold these contractors had too much 
business. There is not one of them whose profit statement at the end of 
last year would not look better if they had not “sold” the merchandise 
on those jobs. The sad, sad part of it is that if they had not encouraged 
the wrong contractors to get those jobs, they mighr still have sold the 
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wholesalers do it, all of them should 


merchandise to someone else who would have made a profit and paid his 
bills. There are more wholesalers and more contractors who have too much 
business than there are those who have too little 


Too Little Capital 


I do not mean to place all the blame upon the wholesalers. Extension 
of credit is one of the services a wholesaler is supposed to perform. In 
these cases they extended too much, too easily. However, the contractors 
can not be absolved from responsibility. It was the contractor who asked 
for that credit. It was the contractor who purchased the material. The 
significant point is that the credit which was too easily obtainable was 
not beneficial to the contractor, nor to the industry as a whole 

I dou the situation in this area is different than in other major 
cities. It is quite probable that a majority of the contractors are “over 
extended” with their wholesale suppliers. By that I mean they are using 


credit in excess of the amount that a prudent analysis of their financial Their story is a simple 
statements would justify ene: more work . more 

To me that means just one thing. They are doing too much business! overhead: more overhead, 
More than they have the capital to do. This not only means that some more work. That's where 
wholesaler is taking an unjustifiable risk. Ir means that the contractors the spiral begins. It 
also have put the capital they do have in a vulnerable position. The less never ends--except when 
they have, the less they can afford to do it it goes into a tailspin. 


e Waiting for the Big One—lf they had to limit their operations to 
the amount justified by the capital they have invested in their own busi 


ness, they would automatically recognize that the reduced volume would 
have to make all of their profit and they would put on a proportionate 
markup. But so long as they can dream about that million dollar job that 
is Zoing tO pop up next week they are satisfied to take whatever they can 


get on the job they do today. If this were not so, an entirely different kind 
of business planning would be required and would be followed 


A Yardstick for Special Deals 


Too few of us budget our operations. Some wholesalers do it and all 
of them should. It is not difficult to take a look at your balance sheet and, 
by applying known and sensible factors for inventory turnover, accounts 
receivables, working capital, etc., arrive at a figure thar tells the amount 
of business you are adequately equipped to handle. Then the operating 
organization or overhead must be matched up with this and the gross 
profit that is needed can be easily determined 

When a wholesaler does that, he has a measuring standard to use in 
evaluating every cut price or special deal that is offered to him 


e A Hope and a Prayer—lInstead, most of us have a rather vague mental , 
Pe : . A study of available 
idea that we ought to make a certain gross profit percentage but go along 
} : : figures on operating 
lay by day taking every order we can get at whatever price we think we ‘ 
ve to a costs on sales from 
have to quote to take it away from our competitor. Any percentage over 
stock will help you 


1 as profit with little or no thought to the 


and above net cost is considere: 
direct cost of handling the transaction. We seem to assume that if we 


avoid quoting unprofit- 
able prices unknowingly. 


handle enough merchandise, regardless of margin, that we will somehow 
end up with enough gross profit to pay our overhead and leave something 


for net profit 


Some Sound Advice 


I have recently heard several leading contractors present a viewpoint 
that they wanted the wholesalers to discontinue some of these excessive 
practices. These contractors have advocated that wholesalers quote and 


stick to quantity prices based upon quantities purchased; to maintain a 


rigid credit and cash discount policy; to limit their take-offs to determin 
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The Vital Link (cont.) 


Wanted: Intelligent action by industry 


Perhaps one reason why 
is that contractors who 
expanded their organi- 
zations to handle 
million-dollar jobs are 
having difficulty get- 
ting their sights read- 
justed to the point 
where a thousand-dollar 
job is worthwhile. 


When such a situation is 
brought into proper bal- 
ance, then the industry 
(and society) will bene- 
fit from the most effi- 
cient distribution 
System because the func- 
tions will be performed 
by those most capable 

of doing them. 


ing the article specified and to quote only unit prices, etc 

This sounded fine but the next day it was disillusioning to learn that 
the contractors who advocated these policies were demanding quantity 
prices for small pickups, taking a cash discount on the 20th of the month, 
asking for lump sum quotations, peddling bids, etc. When asked why they 
did not practice what they preached, they said that they must meet 
competition. 
e Poor Economics—Many contractors seem to forget that material is 
only about half the cost of the job. They spend all their time trying to 
chisel an extra 5 per cent off on the material while their labor loafs along 
it about 35 per cent efficiency for lack of supervision 

With such an approach they are never going to get out of the woods 
Obviously, no one expects the contractor to commit commercial suicide 
just because he advocates constructive policies. However, I wonder if 
following such precepts and principles would be commercial suicide 


e Secret of Success—In every community, we always find some con- 
tractor who remains aloof from the hurly-burly competition and quietly 


vaddles his own canoe. Strangely, he is usually one who always seems to 


be able to pay his bill on time, so does not worry about the laxity of the 
wholesaler’s credit policy. He pays his bill promptly because he wants to 
get it off his desk in an efficient manner. Likewise, because he is not doing 
roo much volume he has time to buy in the right quantities and doesn't 
need to worry about getting a “break” in short quantities. Generally, these 
ure the most successful contractors in the locality 

Is it not strange that more contractors do not try to emulate the success 
ful contractor rather than the big volume hot-shot who is going broke 
every tew years? 

Also is it not strange that wholesalers would be continuing practices 
that are costly and ruinous to them when the leaders of the contracting 
industry are publicly advocating the discontinuance of those practices? 
I know the wholesalers quite well and I know that they want to stop doing 
these things. Frankly they must soon stop some of them or their credit 
ratings will be no better than those of many of the contractors 
e First Requirement—All that is needed to start a swing in the right 
direction is for the wholesalers to become convinced that the contractors 
mean it. All it will take to convince them will be for a few good con 
tractors to begin to act like good customers 


Quit Floundering in the Woods 


Competitive pricing has come back into its own. Many of the industry's 
troubles can be attributed to the fact that a large percentage of those on 
the top management level have had little or no experience under such 
conditions. The industry has grown faster than management experience 
has been deve'oped 

It therefore behooves everyone to strive for intelligent action by the 


whole industry. Each branch needs to study its position, its prerogatives 


and 


its re sponsibilities to the others 

It is highly important that the wholesalers and the contractors “find” 
themselves. They must quit floundering around in the woods. They must 
begin to act like a team working for the manufacturer and the consumer 
Society is willing to pay an ample price for the distribution functions 
they perform. All they need to do is to ask t and, if they are perform- 


ing the functions properly, tl 


Reprints of this article are available at the following 
rates: 1 to 10 copies, 20¢ each; over 


10 


Reprints Available 
each. Address orders to ELECTRICAL WHOLESALING, 330 


copies, 15¢ W. 42nd St.. New York 36, N.Y 
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Give the man what he wants 


No. 1428 
‘a 
114” Entrance Cap , No. PF-64 


No. P-67 
7-Ft. Length 
2” Pipe 
Threaded One End 


complete 
service entrance 
mast assembly 


(Not Included 
in Mast Service 


— 


No. 61-C 


Insulators 
(3 Wire Service 


as Illustrated) 


for ranch type buildings — 


No. MB-6 
If that customer of yours can get a complete uaeing Cenmets 
service entrance mast assembly he’s going to, because 
it saves him time and trouble to get all the fittings 
in one convenient package. And that’s exactly what 
you can offer him in Blackhawk Industries’ mast 
assembly unit. Complete with 7-ft. pipe in 2” or 
size. Outstanding—-for strength, neatness, sim- 
plicity, and ease of installation. 


No. OA-64 
Offset Adapter 


Approx. Wt 


DESCRIPTION Lbs. Each Perfect for both 


lete Unit with 1 No. 1428 114” Entrance head. 1 No. PF-64 Slip installations: 
” or 21.4” Pipe with 2 Set Screws. 1 No. PF-67 7 
ngth of 2” or 21.4" Galv. Pipe Threaded One End. 1 No. 61-C Pipe 

nting Insulator. 2 No. MB-6 Mounting Brackets. 1 No. OA-64 2” 
114” Offset Adapter 


ole Fitter for 


[7 


Service enclosed 
in construction 


~ 


me as Ma-61 Except 2 No. 61-C Insulators. 


Service mounted 


a5 MA-61 Except 3 No. 61-C Insulators 


on exterior 


Also available without 7-foot length of pipe 


Specify when you buy! 


lackhawk Immediate delivery...to electrical wholesalers only 


[adustries BLACKHAWK INDUSTRIES, Dubuque, tows 
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A MESSAGE TO AMERICAN 


FINANCIAL AID TO HIGHER EDUCATION 


INDUSTRY 


© THIRD OF A SPECIAL SERIES 


Business Aid for Our Colleges 


Previous editorials in this series have shown 
that: 
@ As a group the nation’s independent, pri- 
vately endowed colleges and universities are 
in grave financial trouble, and 


@ There are many different means by which 
business firms can extend a helping hand to 
these institutions. 

This editorial, one of a series devoted to the 
financial problems of higher education, submits 
this proposition: If business firms do not 
voluntarily go to the financial aid of high- 
er education, there is every prospect that 
they will soon be providing more financial 
support for higher education involuntar- 
ily, through taxation. 

If this prospect materializes, one of the basic 
elements of a well-balanced system of higher 
education —a strong array of independent col- 
leges and universities—may well be dangerous- 
ly weakened if not destroyed. And in the process 
a potentially crucial bulwark for freedom of 
enterprise in the United States—that same strong 
array of independent colleges and universities 
—will be undermined. 

Acceptance of these propositions implies 
absolutely no disparagement of tax-supported 
colleges and universities. These have an indis- 
pensable role in the total system of higher edu- 


cation in the United States. Leaders of these 


Voluntary Involuntary? 


institutions would be among the first to agree 
that their position is strengthened by a strong 
system of independent institutions, supported 
privately rather than by political agencies. 
What is the evidence that in one way or an- 
other, voluntarily or involuntarily, business will 
be giving more financial support to higher edu- 
cation’ One impressive part of this evidence is 
provided by the recent rapid increase in the 
proportion of college and university students 


attending tax-supported institutions. 


Rapid Shift in Enrollment 


In the fall of 1952 tax-supported colleges 
and universities enrolled about 7.5 per cent 
more students than the independent institutions. 
In 1953 this percentage was doubled. And in 
1954 the tax-supported institutions enrolled 26 
per cent more students. 

In the case of students entering college for 
the first time the relative growth of the tax-sup- 
ported institutions recently has been even more 
striking. In 1952, the number of beginning stu- 
dents in the tax-supported schools, as reported 
by the L.S. Office of Education, exceeded those 
in the independent colleges and universities by 
35 per cent. In 1954, just two years later, this 
figure jumped to 49 per cent. 

Why has the proportion of students attending 
tax-supported colleges and universities been in- 
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creasing so rapidly? There are many reasons. 
But a dominant reason is that, in order to keep 
going at all, the independent institutions have 
been forced to make large increases in the prices 
they charge for instruction. The purchasing 
power of their endowment funds has been cut 
in half by price inflation. The capacity of the 
wealthy to supplement their endowments by 
gifts, as they have done in the past, has been 
greatly reduced by high taxes. As a result these 
schools have been forced to rely increasingly 
on higher prices for instruction (tuition as it is 
called in academic circles) to make both ends 
meet. 

Since 1940, the independent colleges and 
universities have raised their tuition fees by an 
average of about 60 per cent. This is consider- 
ably less than the increase of about 100 per cent 
in prices generally since 1940. And it is no- 
where near enough to prevent the faculty mem- 
bers of the independent colleges from faring 
miserably in terms of salaries, a matter of major 
national importance to which we shall return 
in this series. But the increase in tuition fees of 
the independent colleges has been much greater 
than the increase in the fees charged by the tax- 
supported schools. And that price differential 
increasingly tends to shunt students into the 
schools which are supported chiefly by taxes. 
Independent colleges now charge, on the aver- 
age, about $580 per year for a full course of 
instruction while the tax-supported institutions 
charge, on the average, about $240. 


Bigger Tax Bill in Prospect 


A large increase in the total enrollment in 
our colleges and universities during the next 
decade is in prospect, particularly when the 
great increase in births during World War II 
is reflected in the number of young men and 
women of college age. With a total of 2.5 million 
students at present enrolled in our institutions 
of higher learning, it is estimated that the total 
will be over 3 million by 1960. 

If this trend continues most of the anticipated 
increase in college and university enrollment 
will be concentrated in tax-supported institu- 
tions. Indeed, if the shift toward tax-supported 
institutions that has occurred in the last three 
years were to continue over the next six years 
at the same rate, about two million of the three 
million students anticipated in 1960 would be 
in tax-supported colleges and universities and 


one million in independent schools. In 1950 
there was a 50-50 division in enrollment. This 
shift would mean, of course, a corresponding 
increase in the tax bill for tax-supported educa- 
tion. And of this bill, we can be sure that an 
ample share would be assessed against business 
firms. 


No Easy Solution 


The best way, of course, to put a brake on a 
soaring tax bill for higher education is to help 
the independent institutions get in shape finan- 
cially to carry a larger share of the student load. 
For most companies the development of a mutu- 
ally satisfactory program of financial aid for 
higher education is a complicated process. In 
fact, it is so complicated that some companies 
with an initial disposition to provide financial 
help are inclined to despair of working out a 
mutually constructive plan. 

If, however, the leaders of business will 
contemplate seriously the only available 
alternative to their extending voluntary 
help to our independent colleges and uni- 
versities, their determination to work out a 
plan will be strengthened. For that alterna- 
tive involves a grave weakening of our sys- 
tem of higher education, together with an 
involuntary increase in the financial sup- 
port of higher education by business. The 
increase would come through higher taxes. 
Contemplation of such an alternative 
should, if necessary, toughen the will of 
business firms generally to do everything 
possible to extend financial help to our 
independent colleges and universities. 


This mes sage is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the basiness and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to neu spapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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CLARK 
MACHINE 
LIMIT SWITCH 


@ This new heavy-duty limit switch is built with a 


minimum of moving parts, and with emphasis on sim- setter 
plicity of construction. The primary objective in its pact, has low friction co 

efficient and long wearing 
design is to provide dependable, accurate, trouble-free qualities / 


operation for a long life. All latch and trip-bearing sur- Reversible operating lever 

Simple screw driver adjust 

faces are nylon to steel for minimum wear. All springs 
are in compression for greatest safety—they cannot be tioning 

overloaded. This and other features make the switch Heavy molded insulating 

chamber surrounds all live 

as nearly fail-safe as possible. parts and provides ample 


wiring space for four No. 12 
wires with Stakon connectors 


are protected by giass-mela- 
FRONT-LEVER TYPES REVERSE-LEVER TYPES mine plates 


Nema Type 5 dust-tight . 
o* oil-tight enclosure of heavy 
—_— a die-cast construction 


Vertical 


Side Mounted Horizonte! Verto! Side Mounted Horizontol 


Flange Plote Flonge Plote Flonge Plote Flonge Plote Double-concentric over 


travel springs in compres 
sion for fail-safe operation 


Return spring is in com 
pression. Can be changed 
~ SHIPPER without tools to either side 


of arm. or removed for 
maintamed contact 


TRACK TYPE PLANER TYPE 5 
Spring-loaded latches are 
4 nylon for low friction and 
(oO) ©) long life 
; 
| © (9) Choice of of con- 


duit opening 


ROD 


Write for Bulletin 102DM 


Engineered Electrical Control Cleveland 10, Ohio 
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CLARK CONTROLLER 


ROEPRENE 
ROEBLING Puilding ROEBLING Power Cable 
Wires and Cables Control Cables . .. Roeprene (neoprene) Style RR Cables for 


...@ full line with every modern feature for . «+ (1) Roeplastic (2) Roeprene (3) Polyethyl- all types of service requirements, 600 V. 
every type of service. ene and Roeplastic for all installations. through 7500 V. 


ROEWELD 


Welding Cable ROECLAD Portable 
Lead or trailing and electrode holder... Power Cables 
recommended for high abrasive and mois- 
ture resistance. 


ROECLAD Lifting 
Magnet Cable 


built for longest service life that will out- 
perform competitive cables. 


for shovels, dredges, air compressors, etc. 


ROEPRENE Self- 


ing Drop Cable 
ee Bus Drop Cable”. single conductor in size Nos. 12, 10 and 8 


three-conductor...for overhead second- 
fo . ... for connecting motors to bus system. A. W. G., manufactured specifically for drill- 
ary applications and service drops. ing motors s sy | eiivaneen, 
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ROSBLING Series Cambric Cable ROEPRENE 


Street Lighting Cable Mine Cables 
.. heat resistant; ideal for generator, motor, 


Roeplastic or Roeprene, for use in conduit transformer and oil switch leads, for service -+- complete lines of mining machine, loco- 
or ducts, or for direct burial. up to 15,000 V. motive, and mine power feeder cable 


YOU CAN CHALK THAT UP as one big reason why you'll do better with the Roebling 
line. Whatever your customers want, there’s the right Roebling wire or cable —right 
size—right construction —right insulation—and you can always make good with full 


and prompt deliveries. 

In addition, these electrical wires and cables are designed and manufactured to the 
high quality standards that have made Roebling the best known name in wire and 
wire products. Wrapped up with every sale are the efficiency, long life and economy 
which assure customer satisfaction and the re peat business that builds profits. 

Distributors find, too, that Roebling wires and cables 
are packaged with extra care; and the big, easy-to- 
read labels are a big help to instant identification 
and more accurate inventory. But write and 
get the whole story on why the Roebling 
line is tops for distributors. John 
Roebling’s Sons Corporation, 

Trenton 2, N. J. 


BRANCHES: ATLANTA, 934 AVON AVE. + @OBTON SLECPER ST. 466 BT.+ cH 

AVE. + CLEVELAND, 13225 LAKEWOOO HGTS. BLVO.+ DENVER, 480! JACKEON ST. + DETROIT, O15 FISHER 

ANGELES, 5340 HARBOR BT. + NEW YORK, 19 BECTO® BT. + TEXAS, 1920 €. BNO BT. + PHILADELPHIA, 220 vin 
HENRY W. OLIVER BLOG. + FLINT BT. + BT. LOUIS, SCO! CELMAR BALT LAKE CITY, 626 4. OTH BOUTH 
ST. + SEATTLE, POCO IST AVE. BS. TULSA. CHEYENNE GT. + EXPORT Orrice, T#EnTONM 2. 
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WHAT’'S NEW IN MOTOR CONTROL? * * * GET IT FIRST IN CUTLER-HAMMER 


New Combination Starters in the Spectacular Line 
of Cutler-Hammer Motor Control 


9589 
COMBINATION STARTER 


Combines safety discon 
nect switch with motor 
starter in a single unit 
NEMA |} Enclosure is here 
iustroted 


if 


| 
COMBINATION STARTER 


Combines o circuit” 
brecker with the motor | 
storter in one compact 

unit. NEMA 12 Enclosure 

is here Wustroted. 


Users have had many dramatic proofs of the ad- 
vantages built into Cutler-Hammer * * * Motor 
Control. They know the three silver stars on the 
Cutler-Hammer nameplate identify control equip- 
ment that sets three entirely new standards of motor 
control performance and value 
Star ¢1: Amazing savings in in- 
stallation costs which often ex- 
ceed the cost of the control 
Star #2: Performance so uniform 
and dependable that this control 
often saves many times its cost 
by the production interruptions 
it avoids. Star #3: Life so greatly 
increased that this control never 


owt a cuit breakers. rder now for 
prompt delivery. 


requires maintenance expense in 90%, of its uses. 

ow combination starters are available in this 
spectacular new line of Cutler-Hammer * * * Mo- 
tor Control. Your nearby Cutler-Hammer Authorized 
Distributor has been stocked and is ready to serve 
you. Bulletin 9589 Starters in- 
corporate a rugged disconnect 
switch of advanced design with 
or without fuses. Bulletin 9591 
Starters are equipped with cir- 


CUTLER-HAMMER, Inc., 
1327 St. Paul Avenue, Milwau- 
kee 1, Wisconsin. 


alt 


Full Three-Phase Protection 


Only three overiood relays can give com 
plete three-phose protection to avoid mo- 
tor burn-outs and their costly interruptions 
to production. And only Cutler-Hammer 
offers this complete three-phose protection 
in standard combination starters. You poy 
only for the third relay, nothing extro for 
special engineering or special enclosures 
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Adjustable Load Sensing Coils 


The accurate adjustment of overlocd pro- 
tection permits motors to work harder with- 
out damage to motor windings. This is more 
important thon ever with the newer type 
small frame motors. Adjustable load sensing 
coils in these new storters provide 3% 
loading accuracy instead of the 10% to 
12% accuracy in competitive control 


Superlife Vertical Contacts 


Experienced control users insist on dust- 
safe vertical contacts. And now the famous 
Cutier-Hammer vertical contacts hove been 
doubly improved. First, their new light- 
weight design cuts bounce to reduce orc- 
ing. Second, ony arcing that might occur is 
now pressure-quenched. Compore per- 
formance ond see the difference. 
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Here's the development which has meant a 


revolutionary step forward to contractors and 


plant engineers—Pittsburgh Standard’s exclu- 


sive new process of galvanizing threads on hot- 


dip galvanized conduit. Threads stay bright, 


clean, rust-free! 


With no rusting in storage or on the job, and no 
more expensive thread chasing, hours and dol- 
lars are saved. No wonder the men who use 
hot-dip galvanized conduit are switching to 
Pittsburgh Standard—here’s a bonus from our 


extraordinary new *Morrisville plant which 


| 
dramatically shows why Pittsburgh Standard is : se IT SBURGH 
the “Standard of the Trade.” A 

TANDARD 


Why not try it, and see for yourself? 


CONDUIT; Co. 
Famous “Standard of the Trade” Products — “a 


RIGID STEEL CONDUIT 


All Finishes 


ELECTRICAL METALLIC TUBING 
ELBOWS * COUPLINGS °* FITTINGS 


*Galvanized threads on all sizes from the Morrisville 
plant, and on sizes 2-in. and larger from the Etna plant 
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BIG 


electrics 


PROFIT-MAKING 


SILENT MERCURY SWITCH with LIGHTED TRIGGER. Combines the 
luxury of the truly silent mercury switch with the convenient 
gentle glow of a locator light in the trigger. Gives completely 
silent operation . . . extra long life .. . light makes switch 
easy to find in a darkened room. 


12 VOLT AUTO SPOT LIGHT. New companion to the popular 
6 volt spot light now available for the newer 12 volt pas- 
senger cars. 50% of 1955 automobiles will feature the 12 volt 
electrical system as standard equipment. Now a G-E portable 
spot light —6 or 12 volt — for every motorist. 


EXTENSION CORD SETS. The biggest profit producers on 
electrical counters —can average 20 to 30 percent of 
total volume. 6 to 100 ft. lengths . . . service block, 
socket, single, and multiple connectors. 


NIGHT LIGHT. The specialty that has become a staple. 
15 years of volume sales — proved profits. No electrical 
department is complete — or fully successful — without 
the G-E Night Lighe. 


CURRENT TAP. Typical of the whole line of advanced 
design G-E staple items . . . steady, profitable sellers. 
These are the “bread and butter” devices that build 
repeat store traffic — make customers come to you for 
all their electrical needs. 


ELECTRICAL WHOLESALING—February, 1955 


ae 
a Watch your dealer sales of houseware 
| 
ITEMS 
—> 
+ 
>_> 
~ 
= 
4 
3 
/ 
j \ 
- 
wr 
\ 
j 
} 
/ 
| 
\ 
80 


WIRE RACK MERCHANDISERS. A nominal 
initial investment puts you in the elec- 
trical business! Cat. No. 2583-0 FLOOR 
STAND displays and sells a complete 
assortment of electrical items in less 
than 3 feet of floor space. Cat. No. 
2584-0 COUNTER RACK merchandises 
a balanced assortment on island or 
counter fixtures. 


MERCURY SWITCH DEMONSTRATOR. Con- 
vincing Try-It-Yourself Silent Mercury 
Switch Demonstrator Unit included free 
with each carton of 10 single pole mer- 
cury switches. New Lighted Trigger 
Mercury Switches packed in handsome 
self-selling display carton. 


this Spring with these 


products and merchandising 


MERCHANDISE DISPLAYER. New sample 
board displays representative items of 
houseware electrics to stop trafic — 
headline your electrical department 
2 ft. x 3 ft. molded panel is mounted 
on metal frame with wire easel . . . also 
hangs on wall. Gleaming fitted plastic 
cover is air-sealed — protects against pil- 
ferage and keeps merchandise fresh 
and attractive. A showcase that sells! 


SELF-SELLING DISPLAYS. Attractive display 
cards that feature two of the fastest 
selling items in the G-E line: the Night 
Light, merchandised 10 to a card, and 
Auto Spot Light (6 toa card). Put these 
silent salesmen in full view near cash 
register for more sales. 


GENERALGB ELECTRIC ond (AADNOWATT products 
GENERAL ELECTRIC 
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helps from G. E. 


SIMPLIFIED SALES-RATED CATALOG. Helps 


solve ordering and inventory problems 
An important feature of G. E.'s Spring 
promotion program, it’s designed to 
produce more business for the electric 


counter, and help you handle that busi 
ness more profitably. 


ORDER NOW! Now is the 
time to check your stock, to 
be sure you have a full line 
of General Electric specialty 
products and staples, to order 
the point-of-purchase mer- 
chandising materia] shown 
here. Do it today —and watch 
your sales and profits spring 
up this Spring! Wiring Device 
Department, General Electric 


Company, Providence 7, R. I. 
y 
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new high Sales Appeal 
and Sales 


DECORATOR FIXTURES 


Model M-1090 


@ More beautiful than ever 
@ New Plastic Bubble Fixtures 
@ New easy to install Portables The new Moe Light Decorator line is loaded with 
@ The Effective Sales Approach sell. It’s the one line that blankets all the wants of 
of “Inspiration-Lighting’’' the big mass market. There’s a style to suit every 
@ All Out Promotion taste, a variety to meet every need, a price to fit 
_@ Pricing That Assures Big Volume every budget. It’s a tremendous opportunity for 


te combinction of general, localized and accent lighting) Fall selling. 


Millions read about them and want them 


Over 19,000,000 consumers see Moe Light fixtures 

prominently featured in the impressive SATUR- 

DAY EVENING POST “Showhouse” promotion— 
a hard hitting, full color, two page spread. 

; ‘i In addition, over 35 million people see a host of 


r 


DCler Moe Light ads in such purchase influencing publi- 
CS (ee cations as LIFE, HOUSE AND GARDEN, BET- 
TER HOMES AND GARDENS, HOUSE BEAUTI- 
FUL, and others. You can be assured of increased 
demand, easier sales and bigger profits. 
*Prices slightly higher Denver ond west 


MOE LIGHT, Fort Atkinson, Wisc., Dept. EL-2 
Gentlemen: Please send me folder 241 showing the 
complete line of Moe Light Decorator Fixtures. MOE LIGHT 


Name FORT ATKINSON, WIS 
Division of THOMAS INDUSTRIES, INC. 


Cit “4 ___Zone___ State Plants at Fort Atkinson and Sheboygan, Wisconsin, Princeton, Kentucky 
« and Los Angeles, California Originators of Inspiration-Lighting 
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you get SPEED 


and ECONOMY 
INSTALLATION with... 


VARNISHED CAMBRI ULATED 


CRESCE 


INTERLOCKED ARMOR POWER CABLE 


Crescent Interlocked Armor Cable provides a flexible metal-enclosed 
method of wiring for power. Speed and economy of installation are the 
principal advantages of these cables since they can be placed on easily 
hung racks or attached to building surfaces. This eliminates the fitting 
of raceways and cable pulling. On secondary circuits much time required 
in bending and threading conduit can be eliminated. Maximum current 
Carrying capacity is secured by the use of the Varnished Cambric 
insulation. 

Crescent Interlocked Armor Cable with Varnished Cambric insulation 
can be supplied in sizes up to and including 500,000 CM 4 conductors 
in voltages up to 5000, and to 750,000 CM 3 conductors in 600 volt 
cables. This type of cable can be supplied with Type RH-RW conductors 
for 600 volt use. 

It is also furnished with thermoplastic Impervious Jacket between the for Further Information 
insulated conductors and armor for use in wet or outdoor locations. Write for Bulletin No. 854 


WIRE & CABLE 
¥ CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, NEW JERSEY 
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GEORGIA 
BUILDER 


ALCO 
VENTILATING FANS 


Meet My Building Needs Completely”’ 


“Whatever type of home we are building, or whatever 
ventilation problem we run into, FASCO has the answer 


in their complete line of ventilating fans. The name Wolter L. Tally, Pres., Wolter L. Tally, Inc., Doraville, Georgia, 


ks Fosco Ventil F Hlation. 
has a reputation for quality that helps to sell our Fests Fes 


homes, and there’s a model to match the 
cost requirements of houses in every price 
class. We have installed FASCO 
ventilating fans in most of the homes 

in our 700-unit Northwoods Subdivision 
in Doraville, Georgia. It is especially 
gratifying to us to see how they 

have proved their reliability through 


maintenance-free operation.” &: ive 


A typical Tally home in the Northwoods Subdivision, Doraville, Georgia. 
Architects: Mastin & Summer. 


Model 1021—for inside walls and ceil- 
ings. A kitchen ventiloting fan adaptable 
for a wide ronge of instollotions. New 
FASCO Turbo-Rediol Impeller develops 
pressures unobtcineble with ordinary 
fon blodes. 


MANUFACTURERS OF THE ONE COMPLETE LINE OF VENTILATING 
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Robert D. Gibbens, Pres 


ee 
Associoted Builders, inc. 
New Orleons, Lo 
“FASCO Vent Fons ore plus feotures 
e Vy which sell my homes quicker 


The FASCO name, advertised nationally, is recognized by home 


buyers as representative of quality and reliability. 
The top-flight builders shown here, and many more like them, “* 


are including FASCO Ventilating Fans as standard equipment 


in the finest homes in the country. Specify FASCO for your —_ 
new homes... in kitchen, bath and utility rooms . . . to meet 
the growing demand for multiple ventilation. 
Long Island Home Builders Institute 


Leonord L. Frank 
Member Exe nm, NAHB 


FASCO offers YOu... 


Hove used FASCO in more thon 
LOW-COST VENTILATION 
Every home, regardless of price range, can have a 
FASCO 847 or 1047 Ventilating Fan. 


Volume production brings costs down . . . and these 


savings are passed on to you. 


LOW-COST INSTALLATION 


FASCO 847 and 1047 are engineered as a complete, » 
simple package. No on-the-job fitting or f 


other time consuming problems. 


NO SERVICE CALL-BACKS 


sfactory service under rigid test sold us 


FASCO 


FASCO backs up all its ventilating fans with a 5-year 


guarantee against mechanical and electrical defects. Install 
them—forget them. With care, they'll last a lifetime. 


Write today for catalog and complete information 


" on FASCO — America’s most popular ventilating fans 


Model 88 eon 


Model 882-1082 Model 7 Model 847-1047 for installation Hearthstone Pork 
for outside woll for inside wolls for outside woll, through ceiling cy 
weoll switch operction ond ceiling chain opercted and ‘ 
Hove weed FASCO Ventilating fom 


with ung fied satafoctior 


FANS @ 825 AUGUSTA ST. ROCHESTER. N.Y. 
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How 
We're Going 
to Help 
Push Up Your 
Sales Curve 
in 


IN MAGAZINES. In two top publi- 
Cations read by architects, Architec- 
tural Record plus Ar< hitectural Forum, 
In Electrical ¢ onstruction and Mainte- 
nuance, the most Powertul magazine 
directed to contractors. In Business 
Week, where 250,000 businessmen 
are looking for every type of product, 
including Republic “Inch-Marked®” 
E.M.T. In Fa¢ tory Management and 
Maintenance, reaching Maintenance 
men in plants all ac ross industry. And 
in Electrical World, the top publica- 
tion in the Power and utility field. 


And, for the first time, in the SAT- 
URDAY EVEN ING POST. where 
20,000,000 readers will be exposed to 
Republic “Ing h-Marked”’ E.M.T. 


PLUS these Proven sales aids. To get 
them, write today. Then put them to 
work making more sales for you in 
"55. And watch that curve go up. 


REPUBLIC 
STEEL. 


Steels aval, Stel 
e 
8-pas 
ts of O* tion for 
Repre" log see 


Sweet's 
distrib™ 
ye 


U- 
LECTR 
Reprints - advertise- 


pet 
gECORD 
-+—- 
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Brown and M.O. Hollis 
tell why Raybro 
is a Rome Distributor 


riod 
"The success we've enjoyed over a pe 


idea of 
f many years has been based on the 


tor 
giving the electrical contrac 


service on 


s it, from our 
quality materials when he want 


t of these 
k. Experience has proved that mos 
stock. 


9g 
t e 


1] times 
h level stocks of Rome cable at a 
hig 


r Rome 
Petersburg and Orlando. We conside 
St. Pe 


lies." 
f wiring supP 

ts main Lines © 
one of Raybro § 


M. O. Hoxwts, Executive Vice President 
and Trea 


The old axiom—give your customer what 
q he wants when he wants it—is a wise one 
to follow in any business. Troy Brown 
and Milt Hollis carry the Rome wires and 


to being a Rome distributor Other ad 


vantages are Rome's strong distributor 
policy, sales assistance from Rome iles 


and engineering personnel, personal serv 
cables their customers want, and can fill 


orders quickly—either from their own 
stock or from conveniently located Rome Rome's arrangement with distributors 
warehouses. is really a partnership in selling. } xperi 
ence has shown that this partnership can 
be mutually profitable 


ice from the Rome sales office or war 
house close by 


A dependable product and quick serv- 
ice are only two of the many advantages 


PAN ROME CABLE 
it costs less to buy the best and it's profitable to sell the best 6) % ys -E 


FORMANCE» 
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IW KING-SIZE TROFFERS BY GUTH 


A 


= 


FOR DRAMATIC SKYLIGHT” EFFECTS 


A HARMONIOUS BLEND OF BEAUTY AND LIGHTING EFFICIENCY 


Giant, recessed 2 x 4's and 4 x 4's with all the outstanding Guth Troffer features 
«..combined with the great Guth Gratelite* Louver-Diffuser. They create large 
luminous islands of efficient fluorescent and Slimline illumination... with excellent 
shielding and diffusion ...low cost maintenance. 


They fit easily into any block or tile opening. For 2, 3, 4, and 6 lamps. 
THINK OF THE DESIGN POSSIBILITIES! 


THE EDWIN F. GUTH CO., ST. LOUIS 3, wot $3 5 $ g TRUSTED NAME IN LIGHTING SINCE 1902 


M. Reg. Can. Pots. Pend 


WRITE ON YOUR LETTERHESD FOR YOUR COPY OF THE BIG, BRAND NEW GUTH TROFFER CATALOG NO. 50-G 
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10 to 18°” FANS 


fan heeds adjustable for per. 


sonal end room comforts Singie 


10 to 20” WINDOW FANS — 
Single amd fevers 

ible and twin ‘ypes. Far Bomes. 

cpertments offices, etc. 


Make easier fan profits this year—feature 
and sell the complete, quality Dayton 
line. Deyton gives you a wider selection 
in al] popular types of fans for the home, 
office, store, commercial and other buyers. 
And all are priced to help you meet and 
beat competition. 

The Dayton 1955 Fan Cat will help 
you plan your fan sannaniioner and 


ff 


his. 
" 


ume of room cir in homes. offices No-droft room 


lates cool air in all dip 


SALES OFFICE: 


blade quietly exhausts high vol. 12” HASSOCK FLOOR FANS 


homes, offices, shops, etc. Cigual 


DAYTON ELECTRIC MFG. CO. | 


106 S. OAKLEY BLVD., CHICAGO 12 ~~, 


24 


SELL A LARGER FAN MARKET — SELL 


THE COMPLETE, QUALITY LINE 


There is a Dayton Fan for Every Pocketbook 


sales program. Write for it now. See the 
newest in fans as well as the standard 
models that get such good sales action. 

Dayton Fans have been creating com- 
fort at low cost since 1937. There are over 
@ million Dayton Fans in use today pro- 
viding dependable cooling and ventila 
tion service—and every season, more and 
more are bought. 


12 to 2 


Powers 


10 KITCHEN WALL FAN vored 
eden, amok: ventu 
| om @awembly easily ceane 


to 48” ATTIC-TYPE FANS 
and horizont:! types tov 
ond 
cooling aad 


4 


WRITE FOR 
YOUR 1955 
DAYTON FAN 


CATALOG 


FRY 
models: single aad two 
Fs 
— 
MANUPACTURERS of Dayton Fans and Blowers—Dayion Electric 
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3200 Series Eliptor, 300 to 1500 Watt 
Available in colored Porcelain, also 
Aluminum to match installation 


4200 Series Flood, 750-1500 Watt 
A Masterpiece in design and 
construction 


New Mercury Vapor Area Lighter with 
Top Floods (No, 3048 and 3049 


“Endoval’ Mercury-Vapor Luminaire for 


are 


Capture the sales with 


New Cast Aluminum heavy-duty Floods— F 100 D L | G H T$ 
300-500 and 1500 Watt, embody many 
progressive improvements 
Good lighting is good business! It’s an invitation to an athletic event—it’s 
a bid for you to buy at a bright shopping center—it invites you to your 
neighborhood service station and it makes safer airports and enlivens com- 
munities to a point where safety and civic pride are at a high point. 
Revere has lighting units for every type of job and prospect ...and there 
are prospects for every Revere unit! Get better acquainted with the 
Revere catalog. It is loaded with sales-ammunition that will enable you 
to capture more sales! 


Collars to permit easy removal 6011 BROADWAY e« CHICAGO 40, ILLINOIS 
chemo Available in Canada thru Curtis Lighting, Lid. + Leaside, Toronto, Ontario 


THE ONLY COMPLETE LINE OF FLOODLIGHTS AND POLES 


for Service Stations + Airports » Sports Areas - Outdoor Theaters « aiso Street, Marine and Industrial Lighting 
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SECONDS 


COULD HAVE SAVED 


A 850.000 CUSTOMER 


The job was» 


abouta 


tape that sticks where it is supposed 


to and will not smudge off on hands. 


Send today for your 


ACCURATE 10 SECOND TEST KIT... 


no claims, no hearsay . the proof is 


in the product for you to see. 


ACCURATE MFG. CO 
51 Hepworth Place, Garfield, New Jersey 
A 
> 4 Piease send me, without obligation, an ACCURATE 
< 
o ~ 


10 SECOND TEST KIT 
FRICTION TAPE 


RUBBER TAPE 


FIRM 
RICAY PLASTIC TAPE ADDRESS 
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6 miles of TIGER BRAND 


control the elevators in new 


Gateway Center buildings 


LEVATOR CONTROL CABLE leads a tough 

life. It must be light, to reduce the load 
on the car. It must be flexible, to withstand 
the continuous movement and vibration. It 
must be strong, to prevent the long length 
of cable from tearing itself apart. It must be 
fire-resistant, to guard against disastrous 
elevator shaft fires. 

For the magnificent Gateway Center 
buildings in Pittsburgh, shown here, Amer- 
ican Steel & Wire furnished some 6 miles of 
20 and 30-conductor control cable for the 
Westinghouse Selectomatic elevators. 
Flame-resistant insulation and jackets are 
used, and each cable is reinforced with 
tough steel strands. The cable had to be 
flexible enough to withstand movement, but 
not so flexible that it would kink. 

These are desirable features for many 
different kinds of electrical wire and cable. 
And although you probably don’t build 
elevators, you can rely on any Tiger Brand 
Electrical product to combine all the subtle 
features that make for easy installation, 
safe, reliable operation, plus a long and use- 
ful life. 

Send the coupon for more information on 
any Tiger Brand product. 


AMERICAN STEEL & WIRE DIVISION. 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GEWEVA STEEL DIVISION, SAN FRANCISCO. 
PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & (RON DIVISION, FAIRFIELD, ALA., 
SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Goteway Center, famous Pittsburgh landmark, where 
Westinghouse Selectomatic Elevatoring matches calls, cars 
and floors to put elevators where they're needed, wher 
they're needed. 
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Tiger Brand control cables cre at the left. The hoist ropes, visible ot Control cable termina! box is loceted half-way up the shoft. Flot steel rods 
projecting from elevator track actuate induction coil on car to control avto- 


right, are also made by American Steel & Wire. 
matic leveling system. 


A STANDARD TIGER BRAND CABLE 
FOR EVERY SPECIAL JOB! 


showe! & dredge cable 


poper & vernished combric coble 
mold cured portable cord 


@sbestos wire and coble 
mochine too! & building wire 


e@eriol, underground & submarine 
specie! purpose wire & cable 


SEND THE COUPON 


American Steel & Wire Division 
Room DE-25, Rockefeller Building 
Cleveland 13, Ohio 


Please give me more information obout Tiger Brand 


cable for 


ELECTRICAL WIRE 


Nome 


Address 


ELECTRICAL 


“Us Tiger Brand WIRE & CABLE 


STATES 
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FLIP SEAL, Rodale’s brand-new concept in the field of 
electrical wiring devices brings you features never before 
possible in any connector! 


FLIP SEAL is a heavy-duty, ruggedly-constructed connector 
which instantly seals out all moisture, dust, dirt and metal 
particles — and brings you cushioned protection against 
all forms of shock and accidents! It is a complete unit, 
ready for quick and easy wiring, available in both rubber 
and neoprene in the widest possible variety of blade 
arrangements for any installation! It is tested to give you 
guaranteed superior service on any type of job. 


FLIP SEAL is priced for the mass market. It is priced so 
that every portable connector can now be replaced with a 
FLIP SEAL connector and offer greater protection and 
greater savings in time and money. FLIP SEAL eliminates 
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- FLIP: SEAL is an entirely oie principle in wiring device 
part of the line of more than 600 wiring devices 
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the industry will know for years 


FLIP SEAL is available in both 
Rubber and Neoprene in the 
following blade arrangements: 


1912 


2 Wwe Parallel 


= 
< 


> 
| 


The flexible rubber lip on the female half of FLIP SEAL overlaps 
the male cap to provide a positive sealing action. At both ends 
the cable entrances are also provided with self-secling actions 
FLIP SEAL is sealed ot the connector itself and at the cable 
entrances at all times. The lip also serves os a cushion, 
ossuring full protection always! 


1914 
15S Amp, 3 Wwe 


the cost and loss of time that occurs when a faulty, broken 
connector must be replaced. 


Test FLIP SEAL yourself. Subject this amazing connector 
to the most extreme tests of abuse — it can be run over 1916 

with a truck, dropped from a great height, stepped on, opetyina at mem 
submerged in water — and it will continue to do its job! 


= 


Investigate the innumerable possibilities of this new, 
low-priced weatherproof connector and you'll start to 
specify Rodale’s FLIP-SEAL 


Pat. App. For 
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ANACONDA ANNOUNCES —NEW 


The only SE cable 
with URCt 
saturant & finish 


SERVICE 


Here’s a new Underwriters Type SE service en- 
trance cable that: 
Complies with NAHB Voluntary Adequate Wiring 

Code 
Demanded by utilities, contractors and home- 

owners 
Assures the sale and performance of high-current 

appliances 
Immediately available 

The new Voluntary Adequate Wiring Code of 
the National Association of Home Builders calls 
tor 100-AMP service into the home. 

Adequate capacity in service cable removes the 
initial bottle-neck to the sale of appliances. Air- 
conditioners, clothes dryers, ranges, freezers and 
other high-current appliances can be sold without 
fear of blown fuses or returns. 
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100-AMP 


ENTRANCE CABLE 


ANACONDA’s new Silvaline* 100-AMP cable 
with +2 AWG copper and Type RH insulation is 
the best service cable you can buy. Actually has 
115-AMPS capacity. Immediately available in 
sizes 3/c #2 AWG or 2/c #2 plus l/c =4 AWG 


neutral. 


HERE IS HOW YOU BENEFIT 
BY SELLING SILVALINE 100-AMP: 


By serving the public's demand! Home buyers ar 
now demanding adequate wiring — insisting on 
larger and more circuits to handle the many appli- 
ances they want to buy from you. This means a 
larger service entrance cable. Be ready for this 
demand—with Silvaline 100-AMP 

By supplying the contractor's preference! Silva 
line's neat silvery finish is easy to paint will 
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not bleed through will not mark walls dow 

not flake or peel or become sticky. Cable is clean 
inside as well as outside. It’s flexible easy to 
handle, easy to install. UR€ 


There has neve heen i Cast 


saturant and finish 
assure long life 
testooning or braid fraying with — the 
only service cable made with URC saturant and 
finish. Silvaline can be installed from pol to home 
No con 


Fully 


to meter in one run, and then to range 
duit is required, Saves time and money 
approved 

Order today for quick delivery. Anaconda Wire 
& Cable ¢ ompany 25 Broadway, New York 4,N.¥ 


ANACONDA 


glass-cotton saturated and finished with URC compound 
— 
3 
4 
\ 
} 
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A revolutionary new “Silver” finish on the inside o “Silver” finished on the inside, galvanized on the out- 
all Triangle E.M.T., makes a hard, smooth, clean race- side, Triangle’s E.M.T. is thoroughly protected from 
way—a raceway that makes wire pulling 40% easier the corrosive action of moisture, chemicals, oils, greases 
by actual tests. This new Triangle finish acts like and fumes. 

a lubricant for the wire. No “TackiNnEss.” 


TRIANGLE CONDUIT CABLE CO., INC. 


of TOP Quality NEW BRUNSWICK, N. J. 
Manufacturers of Arteries for Electricity, Liquids and Gases 
WIRE + CABLE + CONDUIT - PLASTIC PIPE - BRASS AND COPPER TUBE 
PLANTS — NEW BRUNSWICK, N. J.: WIRE AND CABLE PLANT + ROD MILL « BRASS AND 
COPPER TUBE MILL + PLASTIC PIPE PLANT + MOUNDSVILLE, W. VA.: CONDUIT PLANT 
WAREHOUSES — BOSTON «+ CHARLOTTE + CHICAGO + LOS ANGELES + SAN FRANCISCO 
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SELL ROCK-BOTTOM INSTALLATION COSTS... 


SELL 


GEDNEY FITTINGS are machined and threaded ensure absolutely top quality. That's why they're 


with utmost accuracy smooth-finished, with no quickest. least costly to install...why they win 


metal parti les or burrs made of malleable iron customers for you and bring the repeat orders 


to eliminate breakage... individually inspected to that are the backbone of business profits 


Gedney 90° Pull-in Ells and 
Adapters with Neoprene 
gasketed cover and self- 
retaining screws. These 
fittings may be used to 
convert a straight box con- 
nector into a 90° connec- 
tor, or as a 90° box con- 
nector for rigid standard 
pipe coupling. Ells have 
emale threads at both 
ends. Adapters have male 
threads at one end and 
female at the other. Made 
of malleable iron and 
cadmium plated. Sizes 4” 
to 2”. 


Gedney Offset Connectors — 
eliminate the necessity for 
offsetting conduit at 
knockout entrances of 
standard boxes. Threaded 
for rigid, set screw for 
EM r Made ot malleable 
iron, cadmium plated, in 
sizes trom %” to 2 


Gedney Offset Coupling - 
female both ends —for use 
as an offset between boxes 
Can also be used with 
conduit nipple (Gedney 


7-50 series) to give more 


Gedney Corner Pull-in Elbows 
are outstanding for space 
saving, machine wiring, 
easy wire pulling. Malle- 
able iron, cadmium plated 
Made in %”, 1”, 1%”, 
1%” and 2” sizes. 


room in box than other 
wise possible 

Gedney Offset Nipple, mal: 
both end 


Both of these fittings ar: 
made of malleable iron 
cadmium plated. Availa 


ble in sizes from 4” to 2 


GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY + NEW YORK 20 
Foundry, Factory ond Shipping Point: Terryville, Conn 


GEDNEY FITTINGS FIT 
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L. E. (RED) SALMON Says... 
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Everybody talks about service-but 
Blackburn does something about it! 


‘ 
ene 


35 Madison St. - St. Lovis 6, Mo. - Phone MAin 1-2821 
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No question about 2t... 


THE amplex FRANCHISE 
VALUABLE PROPERTY 


in terms of 


Profit Margin! 


Bettie: 
Discounts! 


A Really 
Complete 


Any Amplex Distributor will tell you that his 
Amplex franchise pays off handsomely in 


higher profits, increased sales and customer 
goodwill. Most important, the Amplex line 
is really complete—all types of lamp spe- 
cialties plus regular general service lamps 


and tubes—Colorbeaoms, spots and floods, 


weatherproof lamps, mercury vapor lamps, 
infra-red lamps, Swivelites, “Hi-Hat” re- 


cessed fixtures, etc. The Amplex franchise 
also includes the benefit of the hard-hitting 
Amplex program of advertising, merchan- 


dising and promotional material. 


Amplex reflector lamps—directs, indi- 
rects, Colorbeams, spots and floods ; 
—are the only complete line with 
sealed-beam reflectors of PURE Sil- 
VER. Highest reflecting efficiency of 
any commercial surface. Never gets 


dirty, never needs cleaning, guar- 
anteed brilliance for life of lamp— 
rated life 2,000 hours. For informa- 
tion, write to 

amplex corporation, Dept. EW-2, 
111 Water St., Brooklyn 1, N. ¥. 


R-57 Hi-Bay Direct 


R-40 Spotlite 
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and for the same reason: 


Truck tires are tough. Every one of them is vulcanized in 


and toughness it must have to lick the rutted pavements, 
gravel roads, rubber-eating skids and tremendous loads that 


tire a uniformly rugged “‘shoe’’ incorporating the strength 
of all the individual components. 


Hazacord cables are tough, too. Every foot of every tiny 

. flexible cord or heavy high-voltage cable is mold-cured 
to give service-proved ‘‘truck-tire’’ toughness and 
durability. Even, thorough curing guarantees a strong, 
compact cable assembly that adds to the remarkable 
strength of its components yet retains maximum 
workability and flexibility. This long-lived construction has 
made Hazacord the solution to difficult installations 
where other portable cables have failed after relatively 
short operating periods. 


For any type of portable power distribution in industry, 
mines or utilities there is a tough Hazacord 
construction that is best for the job. Ask your jobber 

or your nearest Hazard representative for details or 
write for Bulletin H-451, Hazard Insulated Wire Works, 
Division of The Okonite Company, Passaic, N. J 
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are part of its day’s work. Thorough, uniform curing makes the 


portable cables 
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Better Designed 
Better Built 
Better Finished! 


ALL CLAMP SCREWS ARE STAKED! 


Raco clamp screws cannot work loose. Clamps and screws and boxes 
are always completely assembled when received. Clamp screws are 
extra long with tapered points for easy starting. 
ri-Outs easily removed with 
one quick, easy twist of a screw- 
driver. Properly located for 
side or bottom entry. 


All Raco Octagon Boxes have 
ounded corners for perfect fit 
in a round hole. 


Nail holes for quicker, 
easier mounting. 


a how the Raco Pri-Outs are 


‘3 The illustration at right shows 
used in both side-entry and 


/ 
| 


RACO BOX No. 149—N CLAMPS 


There's lots of wiring room in this pop- a RACO N CLAMP 
ular Raco 4” Octagon Box. Illustrated Arrows Indicate 
with the N Clamp for non-metallic ~~ Pressure Points 
cable, it is available with any type of é >. 
clamp to suit your needs. 


bottom-entry installations. 


Non-Metallic cables are gripped se- 
curely by the Raco N Clamp. Stand-up 
design holds clamp open to receive 


YOU’LL SAVE MONEY | : cable. No fumbling. Smooth surfaces 
WHEN YOU INSTALL points assure a firm grip 
eae with no danger of injury to the cable. 

RACO BOXES 


ALL-STEEL EQUIPMENT INC. 
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FITTINGS 


rehouse stocks for your 

requirements - 

SOLD ONLY THROUGH Jue gail warehouses with a complete 
; line in ite the Conduit of Columbus factory stock 


Be you of quality fittings available for both regular 
emergency requirements at all times. 


Look for this label 


] when you buy fittings. 
39, 
1 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS + PIPE NIPPLES «+ ELBOWS, RIGID & £.M.T. 
RUNNING THREAD bd GOOSENECKS ° WALL PLATES 
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and Sell 


e For further information, 
see your @ distributor 

or consult a 

@ representative listed 

in Sweet's Industrial 
Construction, and Plant 
Engineering file. 


@ write tor copy @ write for copy 


PULFUZSWITCH — 30 to 
100 amps, 250 volts and 30 to 
60 amps, 600 volts. 
KLAMPSWITCHFUZ — 30 
to 200 amps, 250 volts AC 
or DC. 

SNUFARC — 30 to 200 amps, 
600 volts AC, 2, 3 and 4 poles. 
Main Capacities — 250, 400 
and 600 amps, 250 or 600 volts 
in six basic assemblies. 


Above illustration shows “On 
the Job" assembly of combine- 
tion Klampswitchfuz and Pulfuz- 
switch Panelboard. 


FEEDER 
DISTRIBUTION 
PANELBOARDS 


@ Pulfuzswitch, Klampswitchfuz and Snufarc feeder distribution panel. 
boards are now available on the “panel base assembly”’ plan, which means new 
opportunities for alert, aggressive, distributors and wholesalers. 

All necessary components of each type of panel — box, front, panel back, 
main bus bars and lug connections, neutral bar and 244 inch adjustable cover — 
are compactly packaged for easy stocking, and quick assembly on the job. 
Switch units are separately packaged also. 

Approved by the Underwriters’ Laboratories, Inc., for label service, these new 
panelboards are the finest in safety and efficiency. All switch units are operating 
type and horsepower-rated. All combine switch and fuse in one unit so that the 
current is ““Off’’ when fuses are accessible. For maximum efficiency, all current- 
carrying switch and fuse contacts are heavily silverplated and fuseholders clamp 
under pressure. 

For wholesalers interested in small inventories, quick turnover and greater 
volume, these panels are of great potential. Order a stock today and see for 
yourself. 


Adam Electric Co. 


P. O. BOX 357 * ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT + PANELBOARDS + SWITCHBOARDS + SERVICE EQUIPMENT + SAFETY SWITCHES * LOAD CENTERS « QUIKHETER 
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Time Switches... 


PROFITS 


Electrical wholesalers everywhere are finding 
Sangamo Time Switches mean bigger profits... 
higher turnover ... satisfied customers 


Yessir! Push Sangamo Time Switches and you'll push your time switch 
profits up! Here’s why: 


You make more money on every Sangamo Time Switch you sell because 
Sangamo offers a higher dollar profit per unit. 

Faster Turnover. Actually, you don’t have to push Sangamo Time Switches 
very hard. They have a ready customer acceptance because they're 
backed by the biggest advertising program in the mdustry. Maybe you've 
noticed how many of your customers ask for Sangamo. 


Sangamo Time Switches mean Satisfied Customers. Maybe 
you’ve noticed, too, that those who buy Sangamo Time 
Switches don’t come back with operational complaints. 
Sangamo Time Switches are rugged... they stand up to 
rough handling. Put ‘em in and forget ‘em that’s what 
most Sangamo users do. 


SANGAMO LOW-PRICED TYPE B 
HEAVY DUTY TIME SWITCH Single-pole, single-throw. Wiring room in almost 
one-half the inside space. Y2” to %” multiple 
knockouts. NEMA Standard 30 ampere rating. 
Anyone can operate it. 


Available with Automatic 
Carryover, Astronomic Dial, an 
Omitting Device. Multiple con- : 

The wit 


tact construction. Many other tw 


special features. 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 
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and Sell 


e For further information, 
see your @ distributor 

or consult a 

@ representative listed 

in Sweet's Industrial 
Construction, and Plant 
Engineering file. 


@ write fer copy write ter copy 


PULFUZSWITCH — 30 to 
100 amps, 250 volts and 30 to 
60 amps, 600 volts. 
KLAMPSWITCHFUZ — 30 
to 200 amps, 250 volts AC 
or DC. 

SNUFARC — 30 to 200 amps, 
600 volts AC, 2, 3 and 4 poles. 
Main Capacities — 250, 400 
and 600 amps, 250 or 600 volts 
in six basic assemblies. 


Above illustration shows “On 
the Job" bly of bi 
tion Kiamps witchfuz and Pulfuz- 
switch Panelboard, 


FEEDER 
DISTRIBUTION 
PANELBOARDS 


@ Pulfuzswitch, Klampswitchfuz and Snufarc feeder distribution panel. 
boards are now available on the “‘panel base assembly”’ plan, which means new 
opportunities for alert, aggressive, distributors and wholesalers. 

All necessary components of each type of panel — box, front, panel back, 
main bus bars and lug connections, neutral bar and 244 inch adjustable cover — 
are compactly packaged for easy stocking, and quick assembly on the job. 
Switch units are separately packaged also. 

Approved by the Underwriters’ Laboratories, Inc., for label service, these new 
panelboards are the finest in safety and efficiency. All switch units are operating 
type and horsepower-rated. All combine switch and fuse in one unit so that the 
current is “Off’’ when fuses are accessible. For maximum efficiency, all current- 
carrying switch and fuse contacts are heavily silverplated and fuseholders clamp 
under pressure. 

For wholesalers interested in small inventories, quick turnover and greater 
volume, these panels are of great potential. Order a stock today and see for 
yourself. 


Srank Adam Electric Co. 


P. 0. BOX 357 * ST. LOUIS 3, MISSOURI 


Makers of: BUSDUCT + PANELBOARDS + SWITCHBOARDS + SERVICE EQUIPMENT + SAFETY SWITCHES « LOAD CENTERS » QUIKHETER 
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HEAVY DUTY TIME SWITCH 
Available with Automatic 
Carryover, Astronomic Dial, an 
Omitting Device. Multiple con- 
tact construction. Many other 


special features. 


PROFITS 


and you 1] 


push your 
profit¢ up! 


Electrical wholesalers everywhere are finding 
Sangamo Time Switches mean bigger profits... 
higher turnover ... satisfied customers 


Yessir! Push Sangamo Time Switches and you'll push your time switch 
profits up! Here’s why: 


You make more money on every Sangamo Time Switch you sell because 

Sangamo offers a higher dollar profit per unit. 

Faster Turnover. Actually, you don’t have to push Sangamo Time Switches 

very hard. They have a ready customer acceptance because they're 

backed by the biggest advertising program in the mdustry. Maybe you've 

noticed how many of your customers ask for Sangamo. , 
Sangamo Time Switches mean Satisfied Customers. Maybe 
you've noticed, too, that those who buy Sangamo Time 
Switches don’t come back with operational complaints. 
Sangamo Time Switches are rugged ...they stand up to 
rough handling. Put ’em in and forget ‘em that’s what 
most Sangamo users do. 


LOW-PRICED TYPE B 
Single-pole, single-throw. Wiring room in almost 
one-half the inside space. Y2” to %” multiple 
knockouts. NEMA Standard 30 ampere rating. 
Anyone can operate it. 


SANGAmMo ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 
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NEWS FOR THE INDUSTRY 


ith AW Conference This Month 


Two-day meeting to discuss installment credit, farm wiring, 
distributor's role, apartment house modernization. Subcom- 
mittee named to formulate proposals to FHA for improved 


wiring in new housing. 


CHICAGO, ILL.—Installment credit 
to spare the housholder the financia! 
pain of restyling an “old-hat” wiring 
system will be a leading concern of 
members of the electrical industry at 
this month's llth Adequate Wiring 
Conference. The two-day meeting will 
be held at Chicago's LaSalle Hotel on 
February 24 and 25. 

The conference is sponsored by the 
National Adequate Wiring Bureau 
and will be attended by members of 
some 80 local adequate wiring bu 
leagues and _ allied 
Approximately 300 persons 
attended last year's meeting. General 


reaus, electrical 


gr 


chairman of the conference is D. B 
Clayton, National 
Electrical Contractors Association 

e Other Subjects — Selling adequate 
farm electrical 
of adequate wiring, the 
apartment 


president of the 


wiring, the dealer's 


pr motion 


distrib 


modernization, new residential wiring 


role, house 
standards, and adequate wiring’s ap 
peal for consumers, are other subjects 
which the meeting will cover 

e FHA-insured 
try body has also been named to for- 
Federal 
Housing Administration for improved 


An electrical indus- 


mulate proposals to the 


wiring provisions in new housing 
which qualifies for FHA-insured mort 
gages. Howard R. Stevenson, chairman 
of the Industry Committee on Interior 


Wiring Design, announced that a 
subcommittee will submit suggestions 
tor a revision upward of electrical 
provisions in the Minimum Property 
Requirements of the 


agency 


rovernment 


The Minimum Property Require 
ments now in use are below the volun 
tary standard of a 100 ampere entrance 
minimum, as adopted during the past 
summer by the National Association 
of Home Builders. NAHB provisions 
in turn cover only the service entrance 
portion of the adequacy standards pro 
moted by the National Adequate Wir 
ing Bureau 

These standards embody 
conductor 


minimum 


circuit and requirements, 


plus a wiring design layout which 


furnishes the home owner with a 
stipulated number of lighting and con- 
venience outlets and switches 


placed in accordance with the modern 


wall 


concept of convenience 

When the adequate wiring service 
minimum is followed, the 
home electrical system has a capacity 


entrance 
of 100 amperes or 24,000 watts to 
supply recommended levels of lighting 
and numerous major appliances. Wir- 
ing for future needs is a major con- 
sideration of this electrical standard 
Federal Housing Administration 
ofhcials announced on December 24. 
a decision to recognize in minimum 
requirements the fact that homes must 
be wired now for growing electrical 
Continued on page 110 


MOORE-HANDLEY HARDWARE CO., INC., Merchandise Mart was held si- 


multaneously in the firm's Birmingham 


+ 


uary 17th through 20th. Pictured are a group 
the electrica 

Jim Day, c mpany buyer; 
n, Ala 


and guests in front of one 


cafeteria. From left to right 


Stringer Building G Supply Co., Sect 
Xury Clayton, Opp Hardware, Opp, Ala 


father 
Florence Hardware, Florence, Ala.: 
W. McClauahan and Mr 
Miss.; W. B. Crutcher 
Jim Free. 


MOBILE DISPLAY UNIT of the Repul > to date ha 


utilized by two of the firm's three departmen 


of the Davenport, lowa. distributor 
department is currently 
division is next in line for 


supplies, industrial and 


the unit 
commercia 


advance as to the day the unit will 
make appointments with their propec 


using it with a 


It w Carry a play 


be around their way 


Mobile and Nashville divisions Jan- 

Moore-Handley salesmen 
supply displays in the firm's 
Homer Stringer, 
Mary Alice Clayton and her 
Chester Trash; Byron Bower, 


Mitchell Atkins, Huston Ruble; Mrs. B 
McClauahan 
Crutcher G Son Hardware Co., 


D. S. McClauahan G Son, Columbus, 
Athens, Ala.; and 


been 
retrigerator department 


tarted ast spring The heating 


great dea ss. The electrica 
of wiring devices, 
are notified in 
They, in turn 


«tures Customers 


rc 
EW, Nov., p 33 
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NEW DUO-GUARD PUSHMATICS® e!imi- RESIDENTIAL BUILDING IS BOOMING, creating a big market for BullDog Electri-Centers e in 12-, 
note fuses... provide push-button con 14., 18- ond 20-circuit copacities. Pushmatic breckers for the Elect enters are interch eable ond ore 
available in 15-, 20-, 30-, 40- and 50-amp. ratings. Listed by UL 


venience, double sofety 


BULLDOG PUSHMATIC ELECTRI-CENTERS 
WITH 100-AMP SERVICE ARE THE 


Mark ot 
a Modern 


Home! 


and vour customers 


know it 


MORE CONVENIENCE! MORE PROTECTION! MORE SALES APPEAL! 


and fumble” of fuse changing. (3) Double automatic protection 


that safeguards branch circuits and lamp or appliance cords 
220.volt 


The trend today is toward adequate wiring in modern homes 
and toward BullDog Pushmatie FElectri-Centers® as the 


modern way to fill the bill 


(4) One attractive panel handles everything —large 


appliances, main lighting disconnect, and branch circuits 


all big selling points to home buyers, 


The reasons are these 


builders and customers alike: (1) Full 100-amp adequate Push the sale of Pushmatic Electri-Centers and push up your 
wiring capacity to handle present and future requirements. profits. Easy to stock, easy to sell, easy to install. Write 
(2) Push-button convenience that puts an end to the “hunt BullDog Electric Products Company, Detroit 32, Michigan 

OQBEPCO 


BULLDOG 


2 ELECTRIC PRODUCTS COMPANY 
A Division of I-T-E Circuit Breoker Company 


Export Division: 13 Eost 40th Street, New York 16, New 
York. In Conode: BullDog Electric Products Company 
(Canoda), itd., 80 Clayson Road, Toronto 15, Ontorio 
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1954 Construction 
Sets New Record 


WASHINGTON, D.C. — A new 
record of $37.2 billion was established 
for construction activity in 1954 when 
outlays exceeded the 1953 peak in 
each of the 12 months, according to 
estimates prepared jointly by the US. 
Departments of Commerce and Labor. 

The total value of the new work 
put in place was 5 per cent of the 
1953 figure, and made 1954 the 
eighth consecutive year in which con- 
struction activity hit a new high. 

Outlays for new private construction 
($25.7 billion) were up by 8 per cent 
from 1953, topping the level for all 
previous years, even after adjustment 
for price changes. Public spending, at 
$11.5 billion, was virtually the same 

The major part of the increase from 
1953 in total dollar outlays occurred 
during the second half of the year. 
Largely responsible for this was the 
unusually high volume of private 
dwellings started last fall, which re- 
flected increased supplies of funds for 
mortgage investment, as well as the 
liberalized mortgage loan provisions 
of the Housing Act of 1954 


Warns Of Tight Mortgage 
Market In Homebuilding 


CHICAGO, ILL. — Secretary of 
Labor James P. Mitchell announced in 
January that non-farm housing starts 
totaled 1,215,500 in 1954. That figure 
was second only to the 1950 mark 
and 10 per cent above the units put 
under construction in 1953. A smaller 
than usual decline in December 
rounded out the most active fourth- 
quarter on record 

Dr. George Conklin, economist of 
Guardian Life Insurance Co., warned 
that if home builders increase the 
1954 volume substantially in 1955 
they will run into “a very tight mort- 
gage market.” Dr. Conklin addressed 
his remarks to the National Associa- 
tion of Home Builders at their Chi- 
cago convention last month 

The monetary and credit outlook is 
almost the reverse of a year ago, Dr 
Conklin said. Business activity, inven- 
tories, good credit availability and in- 
terest rates were then declining 

Now the picture is almost com- 
pletely different,” he continued. At the 
1954 rate of building, the increase in 
demand for short-term credit by busi- 
ness would indicate “a slight tighten- 
ing of money and interest rates and a 
little less money for mortgages. 

“The thing that scares us is the 
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December rate of housing starts—a 
record of 91,000 houses, up 90 per 
cent from the 1953 month. If this 
is projected into 1955, it would mean 
1,700,000 houses for the year. Even 
the Department of Labor statisticians, 
who have estimated 1,300,000 housing 
starts this year, privately concede they 
think their estimates are a little low.” 
Dr. Conklin told the conference that 
1,500,000 houses in 1955 would make 
for a very tight market for mortgages 
He warned that the Federal Reserve 
would also tighten the market and the 
Treasury would issue long term bonds. 
“The Government doesn’t want an 
all-out boom now and then a decline 
in 1956 just before the elections. You 
can be sure they will act promptly.” 


Circle F Buys 
Eastern Insulated Wire 

TRENTON, N.J. — Herman B 
Ring, president, Circle F Manufactur- 
ing Co., has announced the purchase 
of the Eastern Insulated Wire Corp., 
Wallingford, Conn. 

With the purchase of this corpora- 
tion, basic manufacturers of rubber, 
neoprene, asbestos, plastic and braided 
wires and cords, the Circle F Manu- | 
facturing Company says it is now in a 
position to supply complete wiring 
and electrical devices for industrial and 
home appliance use 

According to Edward A. Ring, vice | 
president of Circle F, and newly 
elected president of the Eastern Insu | 

| 


lated Wire Corp., the present manage- 
ment of the wire corporation will re- 
main unchanged. Lawrence Feldman 
will continue to serve as vice president 
and general manager and Edward 
Cook will serve as vice president 


White & Shauger 
Starting 36th Year 

PATERSON, N.J.—Now in their 
third home—each larger than the last 
—White and Shauger, Inc., just com- 
pleted 35 years as a wholesaler 

The firm, which carries plumbing, | 
heating and furniture in addition to 
an extensive electrical department, was 
organized in 1919. Year-by-year im- 
provements continue, the latest being 
modernization of the block-long ware- 
house. 

Unique among wholesalers, and a 
Paterson landmark, are the seven large 
neon-lighted clocks displayed across 
the front of the main building 

Officers of the company are Joseph 
N. Shauger, president; James W 
White, treasurer; and Harry F. Dem 
arest, secretary. James W. White, Jr., 


manages the electrical department 


February, 1955—ELECTRICAL WHOLESALING 


THEY’RE SUPER 
DURABLE! 


THEY’RE EASIER 
WORKINGI 


| 


NMC NON-METALLIC SHEATHED CORROSION po 
AND MOISTURE RESISTANT CABLE ; UF 
UNDERGROUND FEEDER CABLE 


Chester Plasticord and 
Plasticote extra-strength 
plastic coatings offer easier- 
working qualities that speed 
wiring jobs. They're super- 
dependable, too, because these 
tough plastic constructions add 
years to wiring life. For more 
profits from your wire and cable 
department. stock and sell 
Chester, the choice everywhere! 


3 ARMORED BUSHED CABLE FLEXIBLE CORD 
“4 TW BUILDING WIRES FIXTURE WIRE 
| 


HEATER CORD 


TELEPHONE WIRES 


WEATHERPROOF WIRES 


THERMOSTAT CABLES 


Gh 

> ANNUNCIATOR CABLE ALARM AND SIGNAL WIRES 4 
— MACHINE TOOL, CONTROL AND UNDERWRITERS’ LISTED ARMORED 

SWITCHBOARD WIRE THERMOSTAT CABLE 

we MINE SERVICE WIRES AND CABLES ARMORED BUSHED LEADED CABLE 

PARALLEAD TV LEAD-IN WIRES Oil BURNER IGNITION CABLE 
4 ARMORED GROUND WIRE NEON SIGN CABLE 
ba 

A complete file of new litera- 

F ture and wire sompies will be 

3 sent you along with price 
4 sheets and selling cids. Call 


or write, now! 


FR 


CHESTER, NE W 


Ae 
} 
4 
Li 
i 
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| CHESTER 
ER CABLE CORP 


“Here's another of those silly articles about light conditioning!” 


NAED Cost Study shows: 
Gross Margins Going Down 


VERAGE gross margins ( percentages to sales) of electrical distribu- 
tors have been going nowhere but down. That's the finding of the 

most recent cost study survey conducted by the National Association 
of Electrical Distributors. 

Here's an example. In April 1953 (using average percentage figures ) 
apparatus and supply distributors showed a gross margin rate of only 
15.3 per cent. Worse yet, in April 1954 it had dropped to 14.1 per cent 

Because of rising expense rates, the met profit was even more dis- 
couraging. From 4.43 per cent in April 1953 it dropped by nearly one- 
half to 2.42 per cent by April 1954. And that’s before taxes! 

Figures for electric housewares tell 2 similar story. In 1940, the gross 
margin was 18.5 per cent; in 1950, it was 17.4 per cent; in 1954, it 
was 15.4 per cent 

The net profit before federal taxes for combination house distributors 
(apparatus and supply plus appliances) has sunk to 1.1 per cent in 
April 1954, due largely to a very low gross margin rate of 13.4 per cent 
Ie was 12.3 per cent for combination distributors with radio, television 
and major appliances 

Some observations have been made by the association in the face of 
the foregoing figures. They are 

Make effective use of available operating cost studies (such as 
NAED’'S) and available production standards of sales, clerical and 
warehouse work. By analyzing your weak spots, steps can be taken to 
improve your net profit 

Pause and consider the “value” of distribution rather than, as many 
have in the past, the “cost” of distribution. Manufacturers in particular 
should consider the “value” added by a distribution system that is 
fully equipped to handle the products they make in volume 


ADV 


| announcing 


insuline 


This exclusive new line of 
T&B fittings is described 
completely in the ad re- 
produced at right. Her- 
alding a new high in 
wiring practice, each 
Insuline raceway fitting 
features — for the first 
time ever—a built-in self- 
contained bright blue 
plastic “insulining” that 
both insulates and speeds 
wire-pulling and inspec- 
tion. Be sure to stock an 
adequate supply — your 
customers will be asking 
for them. 


Sales Manager 


The 


| Thomas & Betts Co. 


Incorporated 
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... |&B's complete /ine of 
se/f-insulated raceway fittings 


PATENTS APPLIED FOR 


appears this 

month in publi 

cations reaching al 

most 100,000 electrical 

contractors and plant mainte 

nance personnel Ads like these 

every month plus DIRECT MAII 

plus PRODUCT SAMPLING explain 

and point out T&B product features. Reminds 

them, too, that T&B products are available only 
from you... our authorized distributor 


The Thomas & Betts Co. 


20 Butler Street, Elizabeth 1, New Jersey 
Thomas & Betts Lid., Montrecl, ?.Q., Canade 
MANUFACTURERS OF ELECTRICAL FITTINGS SINCE [896 
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Money Saver for Contractors 


| to-date. When names are misspelled or 

eee Money Maker for You: titles listed incorrectly, address plates 

—s are worse than useless. “These mis- 

takes antagonize customers,” Taverna 
says. 

The problem is getting salesmen, 
who see their contacts regularly, to 
report these changes. This is handled 
through daily call reports. These 
changes are entered at once on the 
plates and, in addition, are made avail- 
able to other Crowder departments so 
that all out-going mail will be ad- 
dressed correctly. 

This and other information is 

recorded at the same time on the 
Kardex, which is used in harness with 
the addressograph. Kardex informa- 
tion, designed for quick reading, also 
includes calls and sales totals. 
e Regular Mailings—Figuring that 
half-used advertising techniques are 
about as valuable as none at all, 
Crowder uses direct mail constantly 
and consistently 

Monthly Mailings. The full Crow- 
der mailing list receives, every first 
Monday, imprinted girl-calendar blot- 
ters and scratch pads. 

The third Monday of each month, 


—~ another advertising blotter—featuring 
‘| | a Williams’ “Bull of the Woods” 
‘ cartoon—is mailed. Emphasis here is 


on pre stuffers. 


FIXTURE 7 eS Weekly Mailings. On other Mon- 


days, self-stuffers from manufacturers 


A Ra G | are mailed. (Crowder furnishes logo- 


types for uniform imprinting of this 


ALIGNS FIXTURES INSTANTLY (ie 


In addition, special weekly mailings 
«««WITH A TWIST OF THE WRIST are made to selected lists promoting 
“hot products 

Here's a real payoff item to show to every contractor on your list. It's a Stuffers are always included with 
time saver that will help him cut installation costs on every fixture he installs bills, which are mailed every two 
—and makes a profitable tie-in on every fixture you sell. weeks 

Special Mailings. Crowder often 
mails special letters to its Customers 
Example: A piece giving an explana- 
tion for frequent telephone tieups and 
introducing the firm’s phone operators 
by photographs. Another was a letter 
Hanger, made of cadmium plated steel, mounts on 3,” or 4” outlet boxes describing the firm's delivery services 
with no other fastening necessary. Two wire, 15 amp. receptacle is mounted and problems. 
and assembled at the factory, ready for use. Complete with two 5’ chains e All-Around Promotion—Like its 
and cord clips. Also available with bushed hole, or 3-wire solid ground direct mailings, the theme of Crow- 
receptacle. der’s general promotion setup is to 
sell both the company and its products. 
Every conceivable gimmick is used 

Postage Meters imprint Crowder 


| M ? L ET E L E CT | C C 0 M PA y on ol The 
WHOLLY OWNED SUBSIDIARY OF IDEAL INDUSTRIES, Inc. 
1047 PARK AVENUE © SYCAMORE, ILLINOSUS >) of the firm's trucks on the back, with 


The SIMPLET “'Friction-Set'’ Hanger makes aligning any fixture as easy as 
turning a bulb in a socket. Just attach it to an outlet box, then rotate the 
arms to any position. The job's done! Only the arms move—bose and 
receptacle remain stationary. The exclusive SIMPLET Friction Ring then holds 
the fixture firmly in any selected alignment. 


Latch on to this profitable extra business now. Order today for quick delivery. 


ELECTRICAL WHOLESALING—February, 1955 


___________ 
bes 
4 
if 
| 
) 
H 
jt 


VICTOR KNISS has been appointed 
president of the Westinghouse Elec- 
tric Supply Co. He joined the company 
in 1952 as general sales manager for 
consumer products. Previous to that 
time, Mr. Kniss had been general 
merchandising manager for Firestone 
Tire G Rubber Co. He reports to John 
F. Myers, Wesco president since 
1950, and newly elected vice presi- 
dent of Westinghouse Electric Corp 


the headline: “We deliver the goods.’ 
The first-class envelope usually tells 
customers of a current job (“We're 
rewiring the new Allentown National 
Bank” ) 

Letterheads consistently list, in ad- 
dition to the firm's name and address, 
Crowder’s departmental breakdown 
and its services, plus the fact that the 
business began in 1914. Quotation and 
inquiry forms are styled alike. 

Sealing Tape advertising Crowde 
(the firm's colors: orange and black ) 
mark all cartons and products leaving 
the warehouse 

Handouts, such as pencils, are al- 
ways available to promote the firm 
e Two Extras — The birthday and 
convalescent plans, two additional de 
vices, are used to round out Crowder's 
program. They are unique, not in con- 
cept but in the fact that they are 
organized rather than hit-or-miss 

The birthday promotion is run on 
a yearly basis. Each customer, on his 
birthday, receives a useful 
gift tog vether with a letter signed by 
the salesman handling the account 
The letter changes each year, as does 
the gift. One year it was a letter- 
opener for executives and a nine-in 
one tool for plant people. Another 
gift was a pocket-size shaving outfit 

Whenever a customer is confined to 
bed at home or in the hospital, he 
gets a gift via the Crowder convales 
cent plan. A short “get-well” letter is 
sent by the salesman. With it goes an 
appropriately light book, such as 

Short Stories for Men” or “Bedside 
Esquire.” 

e Big Award—Does this thoroug! 
going system pay off? 
One special promotion did, winning 
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MAKES INSTALLATION 
STER...EASIE 


EVERYTHING FURNISHED 


but the house and conduit 


Here is the only Service Entrance Mast Kit 
complete in every detail—including roof 
flashing —even necessary bolts, nuts, lag 
screws and nails. Can be installed by an 
, electrician, with electricians tools 
Cut down installation costs with these 
easier, quicker to install, service entrance 
mast kits 
Here is a complete list of the parts you'll find 
in this Porcelain Products’ Service Mast Kit 
\/UL approved Service Entrance Cop and Bell 
Reducer 
V Galvanized Roof Flashing and Storm Collar 
V Reof Mounting Plate of new and original 
design 
V Conduit hanger with lag screw atteched 
\ Slip-fitting offset reducer with interior ground- 
ing device 
V All necessary bolts, nuts, log screws and 
nails 
Products’ famous 2061-C 
Pipe Mounting house brackets as specified 


WRITE FOR DETAILS TODAY! 


STANDARD 
FOR 2” PIPE 


~ Also available 
- FOR 22” PIPE 


ELECTRICAL PORCELAIN 184084 


wc. | 

CATALOG NO 
2075 — NO WIREHOLDERS 
2076 — 1 WIREHOLDER 
2077 — 2 WIREHOLDERS 
2078 — 3 WIREHOLDERS 
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an award trom the Direct Mail Ad 
vertising Association last year, and 
showing Crowder has imagination as 
well as organization. The promotion 
was an eight-letter mailing, including 
lots of advertising material, using a 
poker hand” theme 

The recipient was “dealt-in” with 
the first letter, and told to watch the 
next day’s mail. That day the recipient 
got the second letter, explaining the 
contest: weekly mailings of five single 
chance cards, which were to be pasted 
on a master sheet and returned at the 
end of the contest. Mailings of the 
five poker cards followed, with the 
eighth letter listing the winners 
Prizes ranged from an_ eight-place 
poker table (for the winner) to 
double bridge decks for all entrants 


Out of 1,500 customers who were 


A a lealt-in, there was a high return: 800 


entries. And over one-third of the 

entrants took the time to write flatter- 

ing comments about the contest on 
their entries 


e Secondary Credits But Crow- 


10 PROFITS lers promotion system has other, 
more practical advantages 


The best measure of direct mail is 


on return postcards or telephone calls 
requested on the mailing piece itself 
Taverna says that returns have usually 
been on a par with the poker-hand 
Mauing 

A negative but important item is 
what might be called “avoiding em- 
barassment.” Several Crowder accounts 
are OEMs whose products are com- 
Sell the line that covers all applica- petitive with the firm’s own lines 
tions from attic ventilating to big com- These accounts are keyed separately 
mercial and industrial jobs— PEER- on Crowder’s mailing list, and never 
LESS. You sell more and earn more receive mailings on competitive lines 
when you stock Peerless Electric fans. Account control, by means of the 
Peerless engineers work with you to ; 
iron out engineering problems. We 
solve them and help you make the 
best possible bid. You build profits 
faster because trouble-free Peerless 
products eliminate expensive call 
backs that eat into earnings. Finally, A file is kept of all mailings, and it 
you get fans and blowers that are is cross-filed to show manufacturers 
completely designed, built and guaran- exactly who got their product literature. 
teed by one manufacturer—PEERLESS This graphically illustrates to present 
ELECTRIC—a famous name for more manufacturers what Crowder is doing 
than 60 years. Check the Peerless to push their products—as well as 
profit line today. Write for Bulletin showing prospective ones what the 

conmnean SDA-160. It gives you facts and firm can do for them 
Naxmeae “Guaranteed Ratings” on America’s The three-person advertising depart: 
fastest growing line of fans and ment, which has grown with Crowder 

blowers. 


Kardex-addressograph system, is a 
secondary advantage. At a_ glance, 
salesmen or executives can ascertain 
account calls and account purchases 


when, what and total amount). 


was put on advertising 
pas ‘orld War II, is also 
FANS . BLOWERS . MOTORS responsible for distributing and stor 
ELECTRONIC EQUIPMENT ing manufacturer literature, and for 


PEERLESS ELECTRIC rganizing staft sales meetings. Mail 


THE PEERLESS ELECTRIC COMPANY + 1403 W. MARKET ST. «© WARREN. OHIO ings and some of the advertising pr 
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handled ourside 


are 


But the direct mail system is the 


end-all of this complex scheme 


This setup was evolved to mee 


Crowder’s needs,” Taverna explains 

Ir works nicely. B the most im 

portant part sounds easiest. That's get 

ting the right names on the address 


plates. Without that, the system wouk 


go downhill fast 


NEWS 


Continued from page !08 


loads. Present Minimum Property Re 


quirements vary with regional condi 


tions, but in general, permit an insu 
fhcient number of circuits to be in 
stalled. Provision is made for only 

relatively low power use. Also, under 


present requirements, the builder need 
not furnish complete electrical specifi 
cations with his plans—an omission 
which many in the electrical industry 
would like to see remedied 

e Appointees—Members of the 
committee, as announced by Mr. Ste 
venson, are: H. H. Watson, G.E., rep 
resenting NEMA; A. Carl Bredahl 
Westinghouse, representing IES; E. R 
Cornish, research director and repre- 
sentative of NECA; and John Newton, 
Oakes Electrical Supply 
Mass., representing the 
Biggi, National Ade 
New York 


is secretary of the subcommirtee 


sub- 


Sr., president, 
Co., Holyoke, 
NAED. John F 


quate Wiring Bureau, 


Wesco Names Powers 
East Central Manager 
PITTSBURGH, PA—F. ] 


Central 


Powers 


has been named East district 


manager of the Westinghouse Electric 
Supply Company's 


apparatus and sup 
ply division, with hea iquarters if 
city. The announcement was made by 


M. P. Nickerson 


Mr. Powers succeeds 


vice president 


Douglass B 


Williams, who will serve the com 
pany s New York headg larters Office 
from his home in Wheeling, W.Va 
Prior to his new post, Mr. Powers 


Was agency and construction manager 
for the New England district of the 
Westinghouse Electric Corp. He has 
served the parent company for ( 


years 


Mr W illiam joined Ww estingnouse 
in 1941 and was named apparatus an 
supply salesman in Roanoke, Va., the 
next year. He became branch ma er 


Wheeling office in ind 


austrict man 


ot the 
was appointed assistant 
ager of Wescos East 
in 1945. He was named district man 
194¢ 


Central district 
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FROM NATION-WIDE WAREHOUSE STOCKS* 


BIG CABLE 


WITHTHE SUPERB 


Bronco 60 Certified Type W cables are 
made in all sizes from 8/2 to 1/4. They 
have a tough Neoprene jacket certified 


by a registered professional engineer to 
not less than 65.46% Neo 


with coarse or fine strand 


contain 
prene. Made 
ing, Certified Type W px 


esses incom 
parable flexibilit The proof is in the 
product. Try Bron 
W- you'll star 

Sold nationally 


Electrical Wholesale D 


and manufacture d by 


WESTERN INSULATED WIRE CO. 
Los Angeles 58, California 


o 60 ¢ ertified Iype 
with Certified 


d iT lize 


nly the ugh 


tributors 


rehouse Stocks Maintained in the Following Cities: ari anta. GeomGin 


ARYL AND © BOSTON. HASSACHUBETTS © « ac © CETHOIT MICH Gan 
SOTA © MEW TORR © PHIL FENN © Fe OR MIA © SEATTLE 
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AFL-CIO Merger 
above all else | nave Wide 
NEW YORK, N.Y.—Distribution 


industries are said to employ about 16 
million people—more than any other 


segment of the American economy. It 
is also claimed that only a small per- 


centage are unionized. Therefore 
_—- : | wholesaler, retailer and service busi- 
, i nessmen could easily be prime targets 
for increased unionizing. 
Ss ecif  —_ | Experts say it is possible that a 
eee 
<< merger of the AFL and CIO would 
| bring union-building efforts to many 
of the nation’s 2,900,000 relatively 
small wholesaler, retail and service 
firms 


ee N EVA = G LA oa F 9 | A combined AFL-CIO would total 


over 15 million members, with 134 


LIGHTING FIXTURES affliated unions and approximately 


50,000 locals. The affect of the merger, 
with Plexiglas Diffuser | if it does happen, would be mostly 


| political. It, perhaps, would bring 
| some relief to those industries plagued 
| by inter-union fights over the right 


INSTALLATION 


“"NEVA-GLARE™ 
for Stores 


Easy to install « Easy to clean and maintain 


Solve your lighting problems with “NEV A- 
GLARE” fixtures—diffused, glare-free yet 


to represent employees. A merger 
bright lighting, that makes for relaxed P 
,; would also, in all probability, reduce 


the number of bargaining election 
drives 

The two giants of organized labor 
have tried twice (in 1937 and 1950) 
to join together but each time failed. 
This latest attempt, though, did reach 
the AFL-CIO negotiating commit- 
rees 


efficiency. You will know the moment you 
turn them on. 


MARLOU’S new line of “Neva-Glare” Plexi- 
glas units are opthalmically designed to 
diffuse light evenly with an absolute mini- 
mum of light absorption. “Neva-Glare™ 
fixtures are made to blend into the sur- 
roundings and the Plexiglas is easily re- 
moved for cleaning and maintenance, no 
tools required. 


Hagerstown Noland Moves 
HAGERSTOWN, MD. — Noland 


“geeea ane Available in square or rectangle units that Co., Inc., is now doing business from 
> NEVA-GLARE ‘ 
x PB nein are adaptable for flush or recessed instal- | a new location, 1016 Virginia Ave 
% lation. E.T.L. Curves on request | The new building has a showroom 
ymplemented b large k- 
| and is complemented by a large par 
Above all else... MARLOU is Quality Lighting”. 
RECESSED ing space. R. D. Etzler is manager of 
| the branch. Noland Co., Inc.'s, main 
INSTALLATION Some select territories open to 
a recognized Monufocturers Agents house is in Newport News, Va 


Business Failures 
_| Rose Sharply in ‘54 
NEW YORK, N.Y. — The year 


1954 was the third in a row in which 


business failures rose sharply 


ARCHITECTS - B ERS - <a Dun & Bradstreet reports that busi- 
Specify “NEVA-GLARE ‘be ness casualties, with returns almost 
modern way to modern bgh' og a all in, amounted to 11,220. In 1953 


re failures came to 9,058, and in the 
preceding year, 7,638 concerns failed 


A complete line of lighting fixtures The weekly average of failures natu- 
for Fluorescent, Slimline and Cold 
Cathode Lights 


rally rose. It was 216 last year. In 


. 1954 failures averaged 174 as against 
ae 147 in 1952 
ay — In the last week of 1954 failures 
Write For in oll buck 
MARLOU cept wholesaling. Eighteen wholesalers 
Catalog failed in the old years’ last week as 


against 17 in the preceding week 
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BECAUSE 
UNION 
BUSHINGS 


UNION INSULATING CO. 
Parkersburg, West Va. 
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NAED-Harvard Course 
Off—Plan For ‘56 

NEW YORK, N.Y.—The NAED 
Executive Training Course, which was 
to have taken place at the Harvard 
School of Business Administration 
May 22 through June 11, has been 
postponed 

Executive Director Arthur W. Hoo- 
per made this announcement on Janu- 
ary 

It is with considerable regret that 
I must inform you that plans for the 
Association's Executive Training 
Course at Harvard University in 1955 
must be postponed. We find that sufh- 
cient time was not available to permit 
members to make the necessary plans 
to release a key executive fe wr the three 
weeks required by the course 

“We feel that a majority of our 
members are sincerely interested in 
this new activity and believe that it 
is highly beneficial to their individual 
companies. We are planning now 
hold the course in 1956 and hope that 
members interested will start making 
plans now so that they can have some- 


one in attendance.” 


Superior Distributing 


Moves Wichita Branch 
WICHITA. KAN—The branch 


house of the Superior Distributing Co 


Inc., will move from its quarters at 


136 S. Emporia St. to new facilities at 
325 N. Water St. sometime this 
month. Announcement of the move 
was made by R. M. Mason, lo 
ger. The main house of the 
ting firm is located in Kansas 

The move will increase the office and 
warehousing facilities from 7,000 to 
23,000 sq. ft. The building formerly 
housed a recently liquidated branch 
of the Mayflower Sales Co 

Virgil Casey, general manager of 
the Mayflower Sales Co. for five years 
has been appointed sales manager, ac 
cording to Mr. Mason 

Harry C. Feingold is president of 
the firm 


Changes, Promotions 


Announced By Graybar 
NEW YORK, N.Y —W. E. Henges 
has announced three management 
changes in the Graybar Electric Com 
pany, Inc., Texas division 
V. R. Young is the new 
sales manager with hea 
Dallas. He had been manager 
Worth. C. C. Ross is the new Fort 
Worth manager. H. J. Frantz, who had 
been sales manager at the Austin office 


...extra wide insulated lip 
of impact resistant material 
makes wire pulling easy and 
provides substantial bearing 


surface for heavy cables. 


Deeply knurled galvanized col- 


las for convenient tightening. 


Heavy lug-mounting screw iff 


sures firm connection. 


Convenient lugs take wide 


range of jumper sizes. 


a? 
UNION INSULATING CO. 
Parkersburg, West Va. 


ntractors 
Prefer ere’ jumpers 
UNION are requi 
ired 
Ag 
BUSHINGS 
| 
| BEWARE \\\ A 
TITUTE? 


and warehouse, is now manager at 
Austin 

F. H. Coogan is trafhc manager at 
the New York executive headquarters. 
He succeeded W. R. Wheeler who has 
retired 

Additional organization changes at 
Graybar include the following: 

E. R. Yonkers is the new district 
manager at Cincinnati. He had been 
Detroit district manager since 1946. 

John Reine and W. J. Goerisch are 
assistant district managers at Chicago 
and Philadelphia, respectively. Mr 
Goerisch’s appointment is effective 
March 

J. J. Lieske, Jr., has been appointed 
headquarter's representative handling 
government business in Washington. 


Industry May Produce 
24 Billion Lamps 

CLEVELAND, OHIO—US. lamp 
manufacturing companies are well 
able to take care of present and future 
market demands, according to Donald 
L. Millham, General Electric Co., vice 
president and general manager of the 
lamp division at Nela Park. During 
the past 75 years, manufacturers have 
produced about 40 billion light bulbs 
Ir will take them only 15 years to 
produce the same amount again, he 
says. 

This year will see the lamp industry 
produce an estimated two and one- 
quarter billion lamps, having an ap- 
proximate retail value of $700 mil- 
lion. 

These are broken down by types 
as follows: fluorescent, 90 million 
units; large incandescent, (largely 
household sizes) 975 million; photo- 
graphic, 500 million; miniature, 380 
million; and Christmas, 295 million. 

General Electric itself anticipates a 
lamp sales increase of about 5 per 
cent during this year 


Extruded Aluminum Press 
For General Cable 


PERTH AMBOY, N. J.—The first 
direct extruded aluminum sheathed 
cable press in the United States will 
be delivered to the General Cable 
Corp. in mid-1955. The announce 
ment was made by Irving T. Bennett, 
chairman of the board and chief 
executive officer, and J. R. Mac- 
Donald, president 

The press will be completed in 
February. It is being built by Schloe- 

209-1215 JEFFERSON mann of Duseldorf, West Germany 


ee +) aan The new press will be installed in the 
LATROBE, PA. Perth Amboy, N.J., plant. 
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Public Willing To Pay 
$300-$500 for Color TV 


CHICAGO, ILL.—Color television Every 
apparently has not stirred up as much Ritea(b 
enthusiasm among the TV-buying Pipe Cutter 


ret 
public as was hoped it would. A ‘ ‘ ) 


majority of present TV owners seem- for perfect tracking 
before shipment 


ingly are in no rush to buy color sets 
at today’s high prices. They're waiting 
for compact 21 inch screens ranging 
in price from $300 w $500 

This is indicated by the results of 
a survey made for the Admiral Corpo- 
ration by Woodbury College of Los 
Angeles 

According to the survey, 87 per 
cent of the television-owning families 
in the area never have seen color 
television and 82 per cent do not plan 
to buy a color receiver before 1956 
Eighty-five per cent of the families 
covered in the survey sow own black 


and white receiver: 


One third of iestioned said 

they would px ‘or a 21 inch 

color set. Nez ent would 

go as high as $400. <r 4 °3 per cent | 

would be willing t spend $500 Orly | Wh 

a handful said they would invest $600 be 

or more for a color receiver ' you ma e 
Preference 1 screen sizes favored 

a 21 inch rectangular tube. which 

the choice « S4 per cent. Tl 7 

inch size w cceptable tr 7 

per cent. Sie mr cent would buy 

a console a yor cent able 


model color 


National Mill Supply 
Observes 50th Yeor 
FORTH WAYNE. IND—One of 


Heavy-Duty Pipe Cutters 


the oldest wholesale distributors in the Extra easy to use — beautifully balanced, cut conduit with 

country, National Mil! Supply, Inc., least effort .. . high alloy thin blade or heavy-duty cutting 

this city, is celebrating its SOth year wheels roll right thru any conduit, almost burrless cuts 


Founded by S. A. Lehman, president, 
who is 81 and still active head of the 
firm, National Mill grew from a one- 


perfect tracking. 


third interest in a threshing machine Extra lona Service — special malleable housings guaranteed 
to an operation that today includes a not to warp or break . . . every cutter individually tested before 

tn Rost Warne three 

lings i rt Wayne, three 

dozen buik ings in For : shipment, all 6 sizes—'%"’ to 6’’; 4-wheel cutters to 4 
subsidiary manufacturing firms, and a 
branch wholesale house in South Bend For easier sales. faster turnover, stock 

National Mill employs more than RiGeai(Os— the pipe tools most asked for. 
400 people, and its 40 salesmen call 

} THE RIDGE TOOL COMPANY «¢« ELYRIA, OHIO, U.S.A. 


on customers throughout Indiana and 
the fringe counties of Michigan and 
Ohio 

The manufacturing subsidiaries are 
the Arco Transformer and Electric 
Corp., which is engaged in the fabri 
cation of transformers and component 
parts; the National Manufacturing 
Co., which produces automotive ma- 
chine parts; and the National Heat 
Treating Corp 
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You can get WHAT you want 
_ WHEN you want it from the 


KEYSTONE 
QUALITY LINE 


WIREWAYS AND FITTINGS - CUTOUT 


SWITCH BOXES 


OUTLET BoxES - 


SERVICE is the “keynote” at Keystone! And one good example is 

the fact that every item in the complete Keystone Line is stocked 

for immediate shipment direct from modern factory warehouses. 

NG) No waiting for production, no delayed deliveries, no fooling 
. around with partial shipments. And it all adds up to lower 
inventories, faster turnover, more satisfied customers for you! 


KEYSTONE WIREWAYS and Auxiliary 
Fittings hove all the time-saving, 
money-saving fecotures your cus- 
tomers want. They're quickly, easily 
instalied, readily adaptable to any 
power distribution system. Available, 
too, in both flanged and flangeless 
styles and a wide range of sizes 
and lengths ... from 22” x 2'A” x 
1 ft. through 8” x 8” x 5 feet long. 


KEYSTONE CUTOUT BOXES and Pull 
Boxes are furnished in Type “A” 
with hinged cover, Type “SC” with 
screw cover. Both feature a formed 
construction strongly fabricated and 
securely welded ... with adequate, 
easily removable knockouts. And 
both types are available in a com- 
plete range of sizes . . . stocked for 
prompt delivery to meet your needs. 


KEYSTONE SWITCH BOXES and Outlet 
Boxes ore looded with extra quality 
features! BX or Romex clamps are 
already assembled with nested fit 
for easy pulling of wires. Knockouts 
and pri-ovts come out double quick. 
And tapped holes are extruded to 
provide extra thickness, eliminate 
stripping of threads. Even mounting 
brackets moke installation easier. 


/ 


New fact-filled. illustrated catalog presents the complete 
Keystone Quality Line send for your free copy today! 


... the, Complete Line of Wiring tnstaliation Equipment 


Soid Only through recognized Electrical Distributors 


Didn't Buy A New Car— 
Then You Were Ahead! 

WASHINGTON, D.C. — What's 
happened to the cost of living? Ac- 
cording to the Bureau of Labor Statis- 
tics, the figure rose one tenth of one 
per cent during the last October- 
November period. 

Bur, the cost of living index must 
be compared with wage increases over 
the same period before a true loss or 
gain can be computed. For the October- 
November period, when the cost of 
living index rose one tenth of one 
per cent, the average wage of factory 
workers increased 76 cents per week 
—or one per cent. Thus the increase 
in wages was ten times that of the 
cost of living over the same period. 

The Chamber of Commerce of the 
United States says that, actually, the 
increase in living costs was due pri- 
marily to slightly higher prices for 
the 1955 model automobiles. For the 
many persons who did not buy new 
cars during the period, there was an 
actual decrease in living costs. If these 
same persons received wage increases, 
they were definitely ahead. 


Automotive Industry 
Has Fourth Record Year 


DETROIT, MICH.—A_ two-month 
surge in production and sales marked 
the automotive industry's approach to 
1955. The November-December up- 
swing made 1954 the fourth greatest 
production year on record. The all- 
time peak of factory sales was in 1950. 

The late year upswing was stimu- 
lated by sweeping model changes in 
passenger cars. Last year’s passenger 
car total was the third best on record 
—5,520,000 units. Total factory sales 
of cars, trucks and buses was 6,558,- 
000 units. 

October was the lowest month of 
the year, with only 221,195 units sold. 
November factory sales were up more 
than 60 per cent. The wholesale value 
of vehicle, part and accessory sales 
reflected the production dip. Automo- 
tive parts and accessories worth some 
$1.65 billion at wholesale were sold 
in 1954, against $1.89 billion in 1953 

Employment in the automotive in- 
dustry reflected not only a decline in 
production of cars and trucks but the 
completion or stretching out of many 
defense contracts. For the year it aver- 
aged 745,000, compared with a record 
920,200 in 1953. But employment was 
climbing rapidly as the year ended. 
Average employment of production 
workers alone was 598,000 in 1954. 
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Sewage Disposal— 
An Increasing Problem 
WASHINGTON, D.C—The sew- 


age disposal dollar is a dollar well 
spent. There is not a city, town, village 
—or individual dwelling—not directly 
concerned with waste disposal, whether 
solid or fluid, residential or industrial 

The modern sewage disposal plant 
uses a great deal of electrical equip- 
ment. Here are some breakdowns of 
where the sewage disposal dollar goes 
as provided by the Water & Sewage 
Industry & Utilities division, Business 
& Defense Services Administration, 
U.S. Department of Commerce 

For every $1,000 spent in a sewage 
disposal treatment plant, $2588 is 
used for machinery and equipment. In 
this category electrical equipment 
(motors, generators, apparatus) ac- 
count for $12.9, while wiring devices 
and fixtures account for $10.4 

The collection of sewage 
intercepting, pumping and 
lines. Expenditures for every $1,000 
here take in $50.2 for machinery and 
equipment. Of approximately 
$8.1 goes for electrical apparatus and 


includes 
outfall 


this, 


supplies. 

These figures come to a good, round 
number when multiplied by the mil- 
lions of dollars which a modern sew- 
age disposal system demands. What 
flow of 


with the ever increasing 
people to the cities, the building and 
relocating of industry, the sewage 


problem is becoming increasingly big- 
ger and correspondingly difficult. The 
years ahead undoubtedly will call for 
more of facilities 
The problem is here, 
and with it a market for construction 


construction such 


and growing 


and maintenance which includes many 
types of electrical equipment 


Sandwich-Thin TV Screen 
May Hang On The Wall 
NEW YORK, N.Y.—Direct ampli- 


fication of light without the use of 
electronic tubes has been demonstra- 
ted by General Electric engineers 
They said it may make possible “pic- 
ture on-the-wall” television screens 

A similar development has been 
announced by the Radio Corporation 
of America. They have not, as yet, 
held a public demonstration 

A phosphor-covered screen, about 
four inches square, was used in the 


G.E. demonstration. A slide projector 
was used to cast a faint image on the 
screen. When an electrical field was 


applied t 
several times brighter 


DOSSON “F” 
SPLIT BOLT 


» the screen, the image grew 
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CONNECTOR 


| Fabricated from high strength alloys (better than 
| average steels), the Dosson "F”’ is cold-formed for 
| uniform quality. Maximum contact pressure is 

assured by a high translation of tightening 
| torque. Full length pressure bars with rounded 
| edges prevent load concentration and crushing 
| of conductor. Built to withstand high overload, 
vibration. Highly corrosion 
resistant. 


Mail coupon for FREE wy 


DOSSERT MFG. 22, ¥- 
1-249 Huron St., Broo ™ Connector catalog 
| 1 Gentlemen: tee sample Dosson Split Bolt \ 
Title 
sheet. 
| Name 
Company 
Address Zone State | 
City na 


DOSSERT MFG. CORP. 


243 Huron St., Brooklyn 22, N. Y. 


| 
| 
| 
| 
= 
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THIS 


Trine’s newest display simulated 
wood grain backgrownd perfect for 24 
preven best selling push buttons—all 
different—in asserted finishes on solid 

Size = « 3/16" 

Easel for standing: eyelets for 
hanging. Packaged Deal includes sam 
ole display and introductory ‘back-up 
stock of 39 asserted push buttons 
packed in individual, coterful Trine 
boxes) for a tetal of 63 push buttons 
You pay ently fer push buttons Label 
ed shipping carton for mailing 


Write fer 


NEWEST DISPLAY 


FEATURES TRINE 


on Trine 
PUSH 
BUTTONS 


New interior design of Trine 
Push Buttons features re- 
tainer that locks twin con- 
tact (self-cleaning) mechan- 
ism securely to button hous- 
ing. Never loosens .. . 
always holds tight . . . com- 
pletely trouble free... 
eliminates service call 
backs. Favored by contrac- 
tors for its permanent instal- 
lation features. 


TWIN CONTACTS. 


for you 
and for your customers 


ces 
detachable cost card 
with complete 
tributer . 
price information 


MANUFACTURING CORP. 


NEW 


61, 


TWIN CONTACTS 
locked in by | 
new retainers 


| 


Gesco Names Parente 


CINCINNATI, OHIO — F. A 
Parente is the new branch manager 
in the Columbus area for the General 
Electric Supply Co. Mr. Parente, with 
the company 26 years, was supply 
manager for the Columbus area, and 
at one time served as power apparatus 
specialist for the Cincinnati district 
The branch is located at 146 N. Third 
St.. Columbus 


EC&M Lighting Contest 
Winners Announced 

NEW YORK, N.-Y.—Winners in 
Light's Diamond Jubilee Lighting 
Competition for Electrical Contractors, 
sponsored by Electrical Construction 
and Maintenance, McGraw-Hill publi- 
cation, in conjunction with the 75th 
inniversary of the first electric lamp, 
have been announced. A similar com- 
petition was held last year 

An international contest, it gave 17 
cash awards totalling $1,350 and five 
honorable mention awards to electrical 
contractors in ten states and Canada 
Pennsylvania held first place with a 
total of seven prize winners and two 
honorable mentions. Two awards went 
to Canada. 

The contest was aimed “to foster 
and encourage outstanding lighting 
installations by electrical contractors 
and to stimulate industry interest and 
activity toward the further progress of 
electrical illumination 

Stressed was initiative used in pro- 
moting new and improved lighting 
jobs in stores, schools and offices, in- 
dustry, residences, floodlighting, and, 
miscellaneous jobs for churches, banks, 
theaters and other buildings. These 
categories formed the contest class 
divisions, with awards based on sales 
effort, customer benefits, effective use 
of industry aids and support of other 
branches of the lighting industry, 
lighting adequacy and artistic appear- 
ance 

First prize winners in the various 
lighting classifications were as follows 
Milton W. Stratton, Inde- 
pendent Wiring Co., Philadelphia, Pa 
John O. Kval 
sten, Kvalsten Electric Co., Minneap 
olis, Minn 

Industrial—John G. Zimmerman 
Zimmerman & Walsh, Quarryville, Pa 

Residential—Jerry F. Burt, Burt 
Fallbrook. Calif 
Mahlon Miller 
Electrical Contractor, Phoenixville, Pa 

Miscellaneous—Ellsworth C Harper, 
Ir. Sanford Electric Co., Sanford, Fla 


Stores 


Schools and Offices 


klectric Co 


Floodlighting 
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CALENDAR OF EVENTS 


Nat'l Adequate Wiring Bureau 
llth Annual Wiring Conference 
La Salle Hotel 


Chicago, Ill 


February 24-25 


the electrical industry 


Essex Electrical League 
9th Electrical Industrial Exposition 
Olympic Park 
Newark, N. ] 

March 8-10 

Exhibits 


Southeastern Electrical Exchange 
22nd Annual Meeting 

Boca Raton Hotel 

Boca Raton, Fla 

March 21-23 

Conterence 


25th Annual Dinner 
Waldort-Astoria Hotel 
New York, N. Y 
Apri! 30 
Dinner, dance 


Chicago Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, Ill 
May 10-1 


Exhibits limited to products in elect 


lighting and industrial appliance hel 


Pacific Coast Electrical Assn 


Annual Convention 
Palace Hotel 

San Francis Caht 
May 11-14 


Meetings 


TRICAL DISTRIBUTORS 
ith Annual Conventior 
Conrad Hilton Hotel 
Chicago, Ill 
May 22-25 


conference booths, awards 


Edison Electric Institute 
Annual Convention 


Los Angeles, Calit 
June 13-16 


Conterence 


National Housewares Mfrs. Assn 
Summer Housewares Show 


Convention Hall 
Atlantic City, N. J 
July 11-15 
Exhibits, conferences 


NATIONAL ASSOCIATION OF 


Pacific Zone 
Empress Hotel 
Victoria, B. C 
September 25-28 


Meetings, panels 


Eastern Electrical Wholesalers Assn., 
Third Electrical Industry Show 
165th Regt. Armory 
New York, N. Y 

October 11-14 


xposition 


General conference for all elements of 


Eastern Electrical Wholesalers Assn., Inc 


cal construction, industrial, industrial 


NATIONAL ASSOCIATION OF ELE 


Speakers, committee meetings, panels 


ELECTRICAL DISTRIBUTORS 


Inc 
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HIDES DUCTS 


COVERS SPRINKLERS | 


CONCEALS UNSIGHTLY CEILING oe 
— 


LIGHT SOURCE | 


DIFFUSED, GLARELESS LIGHT THROUGH 
CORRUGATED PLASTIC THAT ROLLS BACK 


double 
your dollar 
volume! 


make one job of lighting, 


sound contro/ and air conditioning with 


Turn one job into a three-way profit 
package . . . increase volume with 
ACUSTI-LUMINUS CEILINGS! This 
allover ceiling of glare/ess, shadow- 
less light also provides sound contro! 
and a ceiling-wide space for air con- 
ditioning and heating. These three 
essential elements for modern in- 
teriors are combined at a cost that's 
lower than conventional illumination 
and sound control alone. ACUSTI- 
LUMINUS CEILINGS are made from 
unbreakable, corrugated LUMI- 
PLASTIC and labeled by UL for in- 
Staliation under sprinkler systems 
Simplified, profitable yearly mainte- 
nance... eliminates emergency calls. 


Acusti-Luminus Ceilings! 


Show the functional beauty 
of an ACUSTI-LUMINUS 
CEILING to your clients 

for FREE 


$500 


/ 


Luminous Ceilings, inc. 
Dept. F-1, 2500 W. North Ave 
Chicago 47, Iii 


Name and title 


Adcress 


City & State 
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PEOPLE IN THE NEWS 


John L. Taylor is vice president in 


charge of sales for Edwards Co., Inc. 


RIGID-TYPE 4 | He had been general sales manager. 
I! Frederick H. Heintz is Midwest 
Ground Fittings | regional sales manager of lighting 
gia products for Sylvania Electric Prod- 
| ucts Inc. His office is at 2001 North 
Cornell Ave., Melrose Park, IL 


are built to give Russell T. Woodward is market- 
ing manager of the newly formed clock 


ex t ra long * life and timer department of the small 
se rvice appliance division of the General Elec- 


tric Co 


A special bronze alloy of the highest conductivity and Newell L. Willard is assistant 
strength is used in Sherman's extra heavy Rigid-Type manager of industrial sales, and 
Ground Fittings. Rugged bodies provide maximum =, >. 
strength and additional stock for extra threads. This David Stiles 
extra thread length, plus long, heavy-duty bolts and 
lock washers provide more clamping pressure. for the Pyle-N lational Co. Mr. Stiles 
GF13B for ground wires up to No. 4 stranded AWG. was formerly supply salesman for the 
Fits %” to 1” pipe and '2” to 1” ground rods. General Electric Supply Co. in the 
GF23 for 42” conduit. Swivel conduit hub is adjust- Philadelphia area. Mr. Willard oper- 
able to any position. Capacities same as GF13B. ates out of the Chicago office. 


Albert L. Soulé, ILI, is district sales 
engineer for the Phelps Dodge Cop- 


BATTLE CREEK, MICHIGAN per Products Corp. His territory cov- 
ers Alabama, west Florida, and east 


Electrical Fittings for Wire and Cable Tennessee, including Knoxville and 


Chattanooga. His office is in Birming 


is industrial sales rep- 
resentative in the Philadelphia area 


ham 


Kenneth R. MacLean is general 


‘ 
Spring-Wing bie sales manager of The Crescent Co., 
TOG Inc., a subsidiary of the Penn-Texas 
GLE BOLTS Corp., Pawtucket, R.I. He had been 

for YOU re sales manager since 1952 


in © a & & (> Walter F. Hammer, formerly sales 

the PAINE line " Ef engineer for the Cincinnati office of 
of Hanging . 5 different head styles to suit the job | Allen-Bradley Co., has been transferred 
and Fastening > to Dayton. J. F. Hoheisel, formerly 
Devices: . in charge at Dayton, has been trans- 
ferred to the Cleveland office Charles 

belts — ready H. Hawks is district manager of the 
to use Pittsburgh office He had been in 
freight costs. P Fs charge of the Flint branch of the 


and job-right 
wing action in every 
package 


never fails 99 sizes — types 


| 


-—— Strong, color- 
ful. cartons, 


cleorly labelled. FLUX 


SODERING 
stimulated with BRAZING 
attention-getting Paine’ Complete Lin bi WELDING 


ads like this > | 
_ THE BEST CRAFTSMEN ALWAYS TAKE pA NE‘s L. B. ALLEN CO. inc. 
THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 
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Detroit office. T. C. (Tom) Herbes, 
is manager at the Flint branch office. i 

Harry M. Ryan is manager of the | 
newly organized sales district covering 
Maryland for the National Electric 
Products Corp. He has been with the 
firm since 1946. His territory, until 
the present time, was part of the Phila- 
delphia district. 


Fuses 


Are yours with the complete line of Eagle popular priced 
lamps .. . Bed, Desk, Nite, Piano, Picture, Sewing Machine, 
Infra Red and the fomous Magic Booklite. Beautifully de- 
signed and finished in the latest decorator colors, these fast 


selling lamps will add to your sales volume and increase 
your profits. Write for complete lamp catalog today. 


G. M. Ruoff is executive vice presi- 
dent of Porcelain Products, Inc. He | 
had been vice president and general 
manager of the company’s high volr- 
age insulator division at Parkersburg, 
W. Va. John G. Loy continues as 
president. 


Hugh Vestal is an assistant in sales 
and merchandising of the new fans 
and yard lights, announces Richard 
C. Piper, sales manager of Markel 
Electric Products, Inc. He had been a 
manufacturers representative in the 
Southwest. 


/ 


The Greatest Merchandising 
Event In Bed Lamp History 


NOW... 


Wayne Colvin is appliance sales | 
manager for the Paragon Electric Co 
He replaces James Oberbillig. Mr 
Colvin has been in distributor sales in 
Milwaukee for 15 years. 


Mrs. Jesse Cartwright, director of 
Norge Home Institute, Norge div 
Borg-Warner Corp, spoke on “A 
Woman's World Tomorrow,” at the 


For 
LOW PRICED 
BED LAMPS 


Millions of Steel 


Cat. No. D566 ho 


LITE 
DJUSTABLE BAKE 
7 BEDLITE DISPLAY 


er, window or 


y display for count 


sturd 
fle wae up in a few seconds. Holds 8 be 
or, 


lors. Display 
dern decorator CO 
wide, 9” deep Lamps are 
stands 


Specify U. L. approved 
EXTENSION 
4 MINERALLAC coros See your Eagle Rep. for details—or write us 
HANGERS, CLIPS, 


STRAPS, BUSHINGS 


FLASHERS EAGLE means an organization of trained engineers, 
pag Fo production experts and experienced factory em- 
trolled manufacture ployees, quality-conscious. AH EAGLE products 
built “tep-service are sturdily built—attractively boxed. Prices are 
ood longest life” inte / kept low by 3 modern plants that basically produce 


all materials whether plastic, screw shells or screws 


SOLD THROUGH 
WHOLESALERS 
ONLY 


MINERALLAC ELECTRIC COMPANY 
25 North Peorie Street — Chicage 7, 


EAGLE ELECTRIC MANUFACTURING CO., INC. 
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DEVICES 
| 
WALL PLATES 
For The First Time 
| D | SP LAY | 
RUBBER — 
ge 
Serving the Electrical ee | | 
FY j 
dalties. That's why the elec- 
trical industry ‘prefers Miner- Yyf | 
allec”... steel ond Everdur for | | 
banging pipe, conduit, BX cable, etc. 
Send for new literature and prices. 


Louis Chapter of Electrical Wom- 
Round [able Meeting, January 


was elected 
nanager, as well 
r Pipe Tools 


a'cs "epresentative 
roland area of the Jef- 
Co., Bellwood, Til. 

G Fredericus has been 
electc.1 ommscial vice president 
of the eral Pacific Electric Co. 

Charles Fishbein has joined the 
national sales staff of the Alpha Wire 
Corp., New York City. He is available 


Leading electrical wholesalers report that TOMIC fittings are one 
of the fastest moving items in their inventory. And their orders 
prove it! Since 1946, the superior performance of TOMIC fittings 
plus extensive advertising and aggressive promotion . . . have created 
an enormous demand for TOMIC, that can mean extra volume to all Alpha customers im pro age 
and handsome profits for you, Mr. Wholesaler! But don’t take relating to the technical application © 
our word for it. ASK YOUR COUNTER CLERKS! They'll verify the complete electronic wise line. 

the big demand for TOMIC! Cash in on this profitable business 
by stocking the complete TOMIC line. Write is complete details OBITUARIES 


NOW! 
W. J. Flannery 


W. J. Flannery, president of Balti- 
more Electric Supply Co., Inc., died 
on January 4th 

Baltimore Electric Supply was one 
of the first wholesalers soliciting busi- 


‘TOME i v) >» SALES «& E NGINE E RING CO. ness in the South, having been founded 


20000 Sherwood Ave. Detroit 34, Michigan 


that have taken place over the past 
20 years, the firm has confined its 
efforts solely to the distribution of 


electrical products 


NEW LITERATURE 


Fans—Complete line of fans, heaters, 

dehumidifiers for 1955 has just been 

released. Included in this catalog are 

such new items as all purpose fans, 

1 complete line of four models, each 

model designed so that it can be used 

in regular windows or as a floor or 

table fan. The 14-inch model is also 

lesigned for use in casement win- 

dows. Copies of the catalog may be 

had by writing to Berns Manufactur- 

ing Corp., 3050 N cwell St., Chi- 

Complete reliability is the one thing we demand from pe of 2 Rockwell St., Chi 
fire alarm system. Therefore, when ordering Interior Fire Alarm Systems, be aj » 

sure to specify equipment (control panels, stations, and fire alarm bells) Luminous Ceilings — A 16-page 

produced by Signal Engineering & Manufacturing Co., the originators brochure, “Acusti-Luminus Ceiling— 

of A-C Fire Alarm Systems. The Ceiling That Works For You!” 

Both coded and non-code types are available in various arrange- describes and illustrates the newest 

ments depending on type of building or establishment. Although innovation in lighting. The contents 

Interior Fire Alarm Systems are intended primarily for warning are broken down under several head- 

occupants of a building, they can be connected into a munici- ings so that the story of the increasing 

pol system. ise Of luminous ceilings in lighting 

Write for Bulletin FA-5 offices, stores, industrial areas, drafting 

rooms, financial institutions and 


FIRE ALAAM a = | schools, can be told simply and com- 

| pletely. Some of the headings are 

I G NAL | Acusti-Luminus Ceilings Modernize 
Interiors While Increasing Employee 


ELECTRICAL WHOLESALING—Ffebruary, 1955 


a 
Z , & presi and 2zenera 
4 
fe 
4 
| 
Interior Fire Alarm Systems | 
i 
* 
Engineering 4 
representatives 
in principe! cites 
assist on specifications. 
128 


Efficiency; Use Acusti-Luminus Ceil- 
ings For New Construction; What 
Acusti-Luminus Ceiling Does. The 
book is offered by Luminous Ceilings, 
Inc., 2500 W. North Ave., Chicago 
47, Ill 

Electrical Products—Catalog no. 600 
illustrates the line of electrical prod 
ucts and wiring specialties. Catalog 
covers adjustable and non-adjustable 
floor boxes, junction boxes, gang 
boxes and principal accessories. Pub- 
lished by the Fullman Mfg. Co. La 
trobe, Pa 

Lift Trucks—The sixth printing of 
“How To Operate a Lift Truck” has 
been completed and the 24-page book- 
let is now available. Two-color cartoon 
technique accompanies information on 
the lift trucks themselves, preventive 


maintenance, safety and 


basic mate 

rials handling. Drawings for setting 
up an obstacle course are also included 
Prepared for use as part of an operator 
training course, the booklet is for both 
beginners as well as experienced oper 

ators. May be obtained by writing for 
torm 1214, Hyster Co., Portland 8, 
Ore 

Lampholders—An eight-page bulletin 
describes a complete line of brass and 
phenolic lampholders. Pictures, copy 
and charts give detailed information 
on brass and phenolic models. These 
include single-circuit and two circuit 
lampholders with pull chain, push but 

ton and universal lever control. The 
bulletin may be obtained from the 
electrical division of McGill Manufac- 
turing Co., Inc., Valparaiso, Ind 


Fluorescent Lighting—The manu 
facturer’s four series of fluorescent and 
slimline units are presented in a cata 
log titled, “Wiremold Fluorescent 
Lighting Fixtures and Fittings.” Sug- 
gested applications are also given. The 
catalog is available from The Wire- 
mold Co., Hartford 10, Conn 


Ballasts—A 12-page, two-color cata- 
log of fluorescent lamp ballasts fea- 
tures reproductions of the ETL reports 
on ballast characteristics as required 
for certification by the Certified Bal 
last Manufacturers. Complete elec 
trical and physical data are also given 
Copies may be had on request from 
Starring & Co. Inc, 1600 Seaview 
Ave., Bridgeport 8, Conn 

Office Lighting—‘“Good Lighting Is 
Good Business” is a factual treatise 
covering the economics and mechan- 
ics of good office lighting. Written in 
non-technical language, the book cov- 
ers such subjects as layout and plan- 
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BECAUSE SOUTHERN FASTENERS 
ARRIVE ON SCHEDULE! 


Filling an important order? Then Time is Money. Waiting 
for your fasteners means costly loss. Southern knows this. 
With you in mind, we concentrate on prompt service. 


To make sure your order is filled promptly, we keep enor- 
mous stocks in the widest range of sizes and finishes—as 
much as two miles of 24-inch shelves stocked with wood 
screws alone. In a matter of minutes after your order 
reaches us your fasteners are on their way to you, by the 
carrier of your choice—motor transport, parcel post, rail, 
plane. 


Every screw shipped by Southern is rigidly inspected, for 
our reputation is built on QUALITY plus SERVICE. Let our 
Service save your Time. 


Write for free samples and stock list. Box 1360-Z. 


SCREW COMPANY 
STATESVILLE NORTH CAROLINA 


WOOD SCREWS « DRIVE SCREWS « STOVE BOLTS » MACHINE SCREWS 
A & B TAPPING SCREWS © CARRIAGE BOLTS © HANGER BOLTS 


FACTORY WAREHOUSES: New York, Chicago, 
Los Angeles, Col + Texos 
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ning, maintenance, room finishes and 

color, quantity of light, fluorescent vs. 

incandescent, light distribution, natu- 

ral lighting and various lighting sys- 

4 / tems. Also included is a section on rec- 

with f | ommendations for lighting areas other 

| than general offices. Such as: private 
cliauce PLATES 7 offices, conference rooms, drafting 
. rooms, reception areas, mail and filing 

in The yl | rooms, corridors, hallways and wash 
rooms. The booklet is available at no 


NEW STANDARD DESIGN if | cost from Sylvania Electric Products 


Inc., 1740 Broadway, New York, N.Y. 


@ All styles at one price per MANUFACTURERS NAME 


| SALES REPRESENTATIVES 
@ Strength with flexibility } 


Simplet Electric Co., Sycamore, IiL., 
has appointed the following as manu- 
|  facturers’ representatives: H. M. Klop- 

Complete line fits all stand- tf / | penburg, No. 6 Circle Drive, Spring- 
ard wiring devices - | field, ILL, to cover southern and central 

Illinois; Paul M. Simpson, Jr., 715 

© Byrd Park Court, “4 Va., 
Wii] to cover Virginia; and the Midwest 
Write today for low prices, samples ii H Equipment Co., 842 Fifth Ave., Des 
and catalog sheet showing all styles. Vio ftlit | Moines 14, Ia. to cover the state of 
Iowa and the tri-city area of Rock 


///////// Island, Moline and Davenport 
MOLDED PLASTICS, IN . Simplet Electric Co. is a wholly 


Mason Street, Woonsocket, Rhode Island owned subsidiary of Ideal Industries, 
Inc 


Berko Electric Mfg. Corp. has an- 


FOR NEW 1955 nounced the following appointments: 


William Brock is its representative 


MODERN ALKCO CATALOG in Oklahoma and Texas, east of the 


Panhandle section, with offices at 
QUALITY JUST OFF THE PRESSES ! 2422 Alamo St., Dallas; the Southwest 
FITTINGS Sales Co., 1620 East Earll Drive, 
° | Phoenix, Ariz., for the states of Ari- 
Specify ; zona, New Mexico, Colorado, Nevada 
and west Texas; S. C. Stockdale Co., 
Atlanta, for Georgia, Tennessee and 
Alabama 


Spang-Chalfant div., The National 

Supply Co., Pittsburgh, Pa. has ap- 

pointed Hugh L. Bargion, of Hono- 

lulu, as manufacturers representative 

in Hawaii. Mr. Bargion set up his 

business in 1953, after previous serv- 

ice in Hawaii as manager of the elec- 

© tepBhlee, the cow fetes trical supply department of American 
concept | Factors, Ltd. Previously he worked for 


Junction Box, top or side mounted | Westingh use E] “ct ic 
One-Piece Frame with Piano Hinge by 
Baffle to prevent light leaks 


Pinch Spring Frame Closure ASSOCIATION NEWS 


ALKCO offers you a wider variety 
of recessed and surface- 
™ 


Chan Severe. CHICAGO.—The date of the Second 
Write Today for Your Catalog Annual Chicago Better Wiring Con- 
Some Territories Open) ference has been changed to March 


MANUFACTURING 10. It had been planned for January 
ALKC COMPANY | 20. The conference will be held in the 
4242 Lincoln Avenve Chicago 18, Illiness || location, the LaSalle Hotel 
PITTSBURGH—Warren P. Thayer, 


Positive color uniformity — 
ivory and brown 
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Secctaeutar New 
COLOR-IN-MOTION 
[500 WATT 


district sales manager of the General 
Electric Co., lamp division, has been 
re-elected president of the Electric 
League of Western Pennsylvania. Other 
re-clected officers are: Vice President, 
R. G. Eckardt, Danforth Co.; Secretary, 
R. W. Haller, Duquesne Light Co.; 
Treasurer, Warren P. Shreve, General 
Electric Supply Co 

New directors are: B. A. Fleming, 
E. L. Wiegand Co; J. J. Ferry, Ferry 
Electric Co.; R. G. Frame, Frame Elec- 
tric Co.; W. C. Gloekler, Star Electric 
Co.; George W. Ousler, Duquesne 
Light Co.; G. W. Provost, Jr., Double- 
Day Hill Electric Co.; James E. Miller, 
Jr., J. E. Miller Co., Inc 


WASHINGTON, D.C.—George 
Webster, treasurer, John C. Webster 
& Sons, electric appliance and plumb- 
ing business, is president of the Electric 
Institute of Washington, succeeding 
John R. Trible, Trible’s, Inc., appli- 
ance parts firm. Other officers for 1955 
are: Vice President, Arthur L. Aikin, 
district manager, General Electric Sup- 
ply Co; Secretary, A. S. Hynes, Sr., 
Thor Corp.; Treasurer, George F 
Kindley, vice president, Edgar Morris 
Sales Co., appliance distributor. Wil- 
liam G. Hills was reappointed insti- 
tute managing director 


ROTOCHROME 
SPOTLIGHT 


LIGHT~ COLOR 
ACTION 


Steps up the 
Drawing Power 
of Displays 


Smallest Spotlight of its kind! 


Provides 500 Watt Illumination! 
Totally Enclosed—Fully Protected Wheel 
Absolutely Safe—Completely Automatic 
Self-Starting—6 Continuous Color Changes 
Optically Correct Adjustable Beam Size 
Modern—Trouble-Free—Moderately Priced 


ideal for Store Windows, Disploys, Exhibits, Conven 


tions, Shops, Theotre ond Hotel Lobbies, Restauronts, 


Night Clubs, Cocktoil Lounges, Ballrooms 
Send for Bulletin No. 471 


Golde Mfg. Co. 


4888 N. Clark St., Dept. EW! 
Chicago 11, Iilinols 


PrRobDUcTsS/” 


Sold Exclusively through 
Electrical Wholesalers 


BUILT TO SERVE YOUR CUSTOMERS BETTER 
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Why RELIANCE TIME SWITCHES 
Are OUTSTANDING VALUES... 


Heavy Duty Badger 


Versatile Model 


Low Cost Modei 


WRITE FOR 
FREE CATALOG 


Every Reliance time switch you sell is guaranteed for 
18 months. This complete warranty includes both ma- 


THEY ARE GUARANTEED 


terials and craftsmanship. 


Reliance time switches are built in capacities con- 
forming with recommended NEMA ratings and are 


ACCURATELY RATED 


listed by Underwriters’ Laboratories, Inc. 


QUALITY CONSTRUCTION 


¢ Minimum of working parts 


Heavy, brass cut gears and steel pinions 
Ground and polished steel shafts 


* Non-arcing, pit-resistant contacts 


Expert workmanship 


RELIANCE AUTOMATIC LIGHTING COMPANY 


1911 MEAD ST. 


RACINE, WIS. 


= 
WIAD 
3 
FOR. INC. 
cataros Ww Coningtonp Kentucky. 
¥ 
ag 
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BOOK REVIEWS 


IT PAYS TO BUY 


J. K. Lasser’s Business Tax Guide 
J. K. Lasser Institute 

Simon & Shuster, 

New York, N.Y. 

revised ed. 

Accumulates the hundreds of approved 
tax techniques and integrates them 
into the new changes brought about 
by the Internal Revenue Code of 1954 
Points up the profit potentialities * 

in the mew tax structure. Includes a THE LINE 
check list for self analysis of other 


business operations to aid you in your FAIR PRICES 


study of what kind of business form 


to adopt, when and how to buy and GOOD PROFIT... 
sell, how to finance, how to deal with 

your stockholders and bondholders, TOP SERVICE ! 
how to run a family business, and 
other important steps. This is the fifth 
revised edition 

294 pp. 


Human Relations in Small 
Industry 


John Perry 


McGraw-Hill Book Co., 
Ja New York, N. Y. 


QUIET SWITCHES Ist ed. 

v Me. 3401 Behelite < Covers a sound human relations pro- 
gram—company group feeling, em- 
formance. Rated (T 
rating for A.C. Switch 
es). Operctes in ony 
position for both In 
condescent (Non-induc 
tive) ond Fiverescent 
(Inductive) lamp loads 
Bock or side wiring 
strip goge. Approved 
for control of Fiveores 
cent Lomps on A-C cir 
cuits of 277 Volts and 
less, and for meter 
loods up to 277 Volts 
ot 80%, of current rot 
ng of the switch. Te 
telly enclosed meche 
nism with ierge heed 
No. 8 binding screws 
Tokes any wire size up 
to No. 10. 15 AMPS. ~ 
120 to 277V., A-C only 


Rear View 
23401 (Show- 
ing Bock Wir- 
ing ond Strip 
Goge) 


We. 3421 20 AMP 
SWITCH. Identified by 
Red Moulded Cover. Ap 
proved for contro! of 
Fiverescent Lomps on 
A-C cirewits of 277 Volts 


777 ELBOWS - Large Radius, 
Volts ot 80% of cur Standard Radius, EMT 


rent reting of the 
switch. 20 AMPS.—120 


only PIPE NIPPLES Maximum Profit with 
COUPLINGS Minimum Inventory 
] RUNNING THREAD PIPE Through Liberal 

Ron WALL PLATES * GOOSENECKS Assortment Policy! 


Write for Cetolog 


CIRCLE F MFG CO. . any Write for Catalog and Full Details 


TRENTON 4, NEW JERSEY HOLUB ENDUSTRIES, INC., 


1455 Spring Gorden Ave. PITTSBURGH 12. PA 450 Elim ST. + SYCAMORE, wd 
\ 
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labor contracts and group meeungs 


You Can Make A Stresses good communications in the , 
small plant, from the routine and NEW COUNTER 


Good Wiring Job formal records system to direct con 


versations with company personnel MERCHANDISER 


‘TO BUILD SALES 
YOU 


SALES AIDS 


Cable Electric Products Corp.., 


U N lV E R S A L Providence, R.1—Manufacturer is in HAVE A USE FOR 


the process of redesigning all packag SPAR, TR 


wrete 


p oO RC i A I N ing along a modern trend incorporat 
| ing more vibrant, eye-pleasing colors 
The colors selected are Persian Orange 


INSULATORS 


Trio Manufacturing Co., Griggs 


oF 
ville, IlL—New plan is said to enable 
the dealer or wholesaler to carry a 
complete stock of the “Aristocrat” ro 

| tator control cases in all four new 
colors. The cases are available sepa 
rately in cartons of four cases (each of 
one color Besides having extra cases 
on hand to take care of breakage, et 
the purchaser has a chi 

match, and the works can 

changed in only a moment since ther 

are no knobs or switches to remove in 
exchanging cases. Complete informa 


tion can be ot 


xained by writing th: 


| manufacturer 


© Here's help for you in a big way 
to get quick attention to and in- 
crease your sales for the MULTI 


The COUNTER MERCHANDISER is another 
MULTI cooperative effort. We know that it 
works and that it will produce for you. It is a 
bright orange-colored counter display which will 
only occupy a few square inches of space on 
your counter—-it means impulse sales 


The COUNTER MERCHANDISER is equipped 
with a pocket arrangement which securely holds 
and displays a MULTI SPARIite. This unit is an 
UNIVERSAL PRESSURE TYPE installed item and being on display creates 


interest 


Your wiring installations will be right ADJUSTABLE LUGS You Get the Counter Merchandiser FREE 


from stort to finish when you use Eoch carton of 10 units contains the COUNTER 
UNIVERSAL porcelain insulators! They MERCHANDISER. It is so constructed os to be 
have uniform body density, high dielec- One or two bolt holes simple to set up for disploy on your counter. It's 
tric and physical strength, resistance to an ideal attention getter for your contractor trade 
temperature extremes, moisture, fumes, Wire sizes Nos " r * for your dealers’ counters 

smoke and most acids... your positive piece construction — easily instolled 

assurance of long, trouble-free service. 


well proportioned to withstand excess 


with omple threod ea Mokes teno The SPARIite 
grip on stranded conductors, forcing also made 
with each r nd, thereby plug-in type for 
vimost in the “Deo it Your- 
surface self” trade 


under vibroatior 


a CLAY PRODUCTS co. Write for dimensions and prices 


1549 EAST FIRST St. KRUEGER & HUDEPOHL, INC. MEG. INC. 
SANDUSKY, OHIO & Wine STS CINCINNATI ono f 
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BROODER PRODUCTS 


Market UnJimited in 
Farm ond Broiler 


Jackson Quality 
Catalog. 


JACKSON 


4-light 
intra-Red 


BROODER) 


Brooding capacity 20 
sq. ft.—aecommodater 
300 te 350 chicks. 
Wafer thermostat au 
tomatically 
two of four tamps 
and can be adjusted 
to regulate burning 


of lamps as needed | 
18” dia. steel reflec. 


tor—infra-Red Baked 
Enamel fintsh—4 -foo! 
approved cord and 
plug — completely 
wired — ready to in- 
stall. 


3-light 
#73135 
intra-Ree 


BROODE 


Simple, sure method 
of bringing brood 
of 250 chicks to ma- 


turity. The three | 
lamps provide effec. | 


tive heat pattern of 
about 16 sq. ft. As 
chicks mature some 
space can be made 
available by raising 
the broeder approx! 


Intro-Red 


BROODER, 


Universal 
versatile | 


in 
for breeding poultry 
of all kinds — pigs 
lambs 


wired—ready 


for instant use by 
late electri. 


The Jackson Line 
@ Brooders, the 


ELECTRICAL 
COMPANY 


900-910 W. Van Buren St. 
CHICAGO 7, ILLINOIS. 


controls 


NEW PRODUCTS 
YOU CAN USE 


Die Head 

Beaver Pipe Tools, Inc., Warren, 
Ohio 
Quadra-type die head has die segments 
14% inches wide to assure a perfect, 
standard length thread. One set of dies 
threads all four sizes 1 inch to 2 inch. 
The manufacturer claims that the die 
head, when set in position, will hold 
thread graduation easily, accurately 
and will nor slip. 


Blue Print Rack 
Momar Industries, 4323 W. 32nd 
St., Chicago 23, Ill. 
Glider blue print rack is claimed to 
file blue prints easily, systematically 
Features include: no holes to punch; 
sheet without 
sheets, holds 


thicknesses of sets 


replace any removing 


other various sizes of 
prints and Can 
hold as many as 1,500 prints. Measure- 


ments: 5-fthigh, 4-ft.wide, 3-ft.deep 


Adding Machine 

Facit, Inc., (U.S. distributor) 
500 Fifth Ave., New York 36, N.Y. 
adding machine is said to 
features of standard 


Swedish 
combine all the 


cJiffy WAS THESE 
NEEDED ITEMS AVAILABLE 
FOR IMMEDIATE DELIVERY 
Olympic 
Wire Meter 
Reels and 
Stand 


JIFFY Snap-in Blanks 

JIFFY Saw Attachment 
JIFFY Adjustable Bar Hanger 
JIFFY Clamp-in Box Holders 
JIFFY Box Covers 

JIFFY Fish Tape 


WRITE 
for catalog on complete line 


ee y Line 


TROUBLE 
MONEY 


Saues 
ESTABLISHED 1995 


ClydeW Lint 


2323 W. 18TH STREET - CHICAGO &, ILL. 


© COST 
© CAPACITY 
® SPACE 


cost! 


Save up to 25%. With the 
wide range of Furnas Elec- 
tric starters to choose from, 
you don't have to waste 
money on starters too big 
for the job. 


CAPACITY! 


The many in-between sizes 
in the Furnas Electric line 
allow you to choose the 
control that is best suited 
for your particular job. 


SPACE! 


You can save up to 40%. 
By selecting the exact size 

starter for your require- 
ments you get a starter that 
is more compact. 


today tor free 140- poge 
°C alog 101 Fu rnas Electric Cum- 
pany, |069 McKee Street, Batavia, 


FURNAS ELECTRIC 
COMPANY 


BATAVIA, ILLINOIS 
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MARK-TIME 
COIN: 


“PUBLIC USE”. 
APPLIANCES 


Here's a dependable, always- 
on-the-job collector for public use 
of washing machines, radios and 
TV, typewriters, sun lamps in 
gyms, tennis court lights, tourist 
comp lights and similar installa- 
tions . . . it collects the coin, makes 
the electrical circuit, and breaks it 
at the end of the pre-set time 
period. 

Mark-Time Coin Meters are 
slotted for dimes and quarters — 
either may be deposited without 
the other. Standard timing is 20 
minutes for 10 cents, 1 hour for 25 
cents; other timings ranging from 
seconds to hours available in 1 to 
3 ratio. 

Head assembly and timing 
mechanism only are available for 
special applications. 


ELECTRICAL DATA 


UL opproved 

3400 series—standerd unit—AC only 
20 amperes, 125 volts; 10 om 
peres, 250 volts. 

3200 series—special unit — AC-OC — 
10 amperes, 110 volts; 5 om 
peres, 220 volts. 

For drier use on 220 volt AC circwit, 


Write today for catalog 
sheet and full information. 


M. H. RHODES, INC. 
HARTFORD 6, CONN. 


GYROSCOPE OTTAWA, 
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10-key adding machines with a new 
auto-multiplier, as well as an optional | 
stepover feature. Machine is called 
Odhner model XX-11-C. It is daimed | 
to make multiplications automatic | 


Bender 
Harry Blythe, 1550 Lafayette Sc., 
Denver 18, Colo. 


Electrician's conduit bender 
of cold rolled steel and malleable cast 


under 


is made 
ings. Radius is according to 
writer's specifications. The portable, 
hand operated device, which bends 
conduit and thin wall tubing, needs 
nothing to anchor. Unit weighs less 
than 49 Ibs. All assembled parts are 
welded. Maker says it takes the place 
of four hickeys. Photo shows a bender 
for 4 and % inch conduit and tube 


Speed handling with a 


TUMS WIRE 
MEASURING Uni 


| 


Gucrontees occuracy in measuring wire, 
rope, loom, other flexible moterial up to 
1” diom. Registers up to 1000 ft. with 
instont reset to zero. Unit consists of 
Meter and Toke-up Reel mounted on 
sturdy stee! framework. Reel holds up to 
1500 ft. No. 14 wire 


Write for latest Cotalog today 


HyKon 


Box 923, Mt. Union 
ALLIANCE, OHIO 


MANUIACTURING 


GENERAL SALES MANAGER 
WANTED 


Outstanding opportunity for high-caliber, 
seasoned sales executive with broad sales 
and management experience in the 
electrical field. Well-established, highly 
rated Eastern manufacturer of outdoor 
lighting equipment with nation-wide dis- 
tribution through leading wholesalers 
Above average, top management position 
with an assured future for a capable, ag 
gressive individual. Send complete details 
including personal, educational, employ- 
ment and earnings information. Your cor 
respondence will be held in complete 
confidence and no contacts will be made 
without your approval. Interview will be 
arranged in New York 


P5328 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 


{ div 


OPPORTUNITIES OFFERED 
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BUSINESS OPPORTUNITY 
EXPANDING ELECTRICAL supply and small 
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CHASE 
Plastic 


Packaged in 10-roll dispensers or 
individual tins, Chase .007 Plastic 
Electrical Tape is the ideal, all-pur- 
pose tape for you 

Resistant to weather, abrasion, oils, 
acids, alkalies and corrosive chem- 
icals, Chase Plastic Tape carries the 
Underwriters’ Laboratories, Inc., seal 
of approval. Chase & Sons, Inc., 
Randolph, Mass. 


GUARANTEED FOOTAGE IN EVERY ROLL 


Tapes and 
Insulating Materials 
for the 

Electrical Industry. 


ADVERTISERS’ INDEX 


Abolite Lighting Div., Jones 
Metal Products Co. 

Accurate Mfg. Co. 

Acme Electric Corp. 

Adam Electric Co., Frank 

Alkeo Mfg. Co. 

All-Steel Equipment Inc. 

Allen Co., Ine., L. B. 

American Steel & Wire Div., 
of U. S. Steel Co, 

Amplex Corp. 

Anaconda Wire & Cable Co. 

Appleton Electric Co. Second Cover 

Arrow Fastener Co., Inc. 55 

Atlantic Conduit Fittings Co. 


Blackburn Corp., Jasper 

Blackhawk Industries 

Briegel Method Tool Co. 

BullDog Electric Prod. Co. 

Burndy Engineering Co. 7 

Bussmann Mfg. Co. Fourth Cover 

Carol Cable Co., Div. of the 
Crescent Co., Ine. 

Chase & Sons Ine. 

Chester Cable Corp. 

Circle F Mfg. Co. 

Ciark Controiler Co., The 

Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Ine. 

Conduit Pipe Products Co. 

Crescent Ins. Wire & Cable Co. 

Crouse-Hinds Co. 

Cutler-Hammer, Ine. 


Dayton Electric Mfg. Co. 
Diehl Mfg. Co. 
Dossert Mfg. Corp. 


Eagle Electric Mfg. Co., Ine. 
Economy Fuse & Mfg. Co. 1 


Edwards Co., Ine. 58 


Fasco Industries, Inc. 84, 85 
Federal Pacific Electric Co. 22, 23 
Fullman Mfg. Co. 120 
Furnas Electric Co. 134 


Gedney Electric Co. 
General Electric Co. 
Lamp Div. 
Trumbull Components Dept. 56, 
Wiring Devices Dept. 80, 
Golde Mfg. Co. 
Guth Co., The Edwin F. 


Hazard Ins. Wire Works 
Holub Industries, Ine. 
Hvykon Mfg. Co. 


Ilsxeo Copper Tube & Products, 


Ine. 


Jackson Electrical Co. 


Jones Metal Prod. Co., The 


Keystone Mfg. Co. 
Killark Electric Mfg. Co. 
Krueger & Hudepohl, Ine. 


Leviton Mfg. Co. 
Lint. Clyde W. 


Luminous Ceilings, Inc. 


Marlou Lights, Inc. 

Midwest Electric Mfg. Co. 

Minerallae Electric Co. 

Moe Light (Div. of Thomas 
Inc.) 

Multi Electric Mfg. Inc. 


Okonite Co., The 


Paine Co., The 
Peerless Electric Co., The 
Penn-Union Electric Corp. 18, 
Permacel Tape Corp. 
Phelps Dodge Copper Products 
Corp. 

Pittsburgh Standard Conduit Co. 
Plymouth Rubber Co., Inc. 

Third Cover 
Porcelain Products, Inc. 115 
Pyle-National Co., The 15 


Pyramid Instrument Corp. 17 


Reliance Automatic Lighting Co. 131 
Reliance Molded Plastics, Ine. 
Republic Steel Corp. 

Revere Electric Mfg. Co. 

Rhodes, Inc., M. H. 

Ridge Tool Co., The 

Rodale Mfg. Co., Ine. 94, 
Roebling’s Sons Corp., John A. 76, 
Rome Cable Corp. 

Royal Electric Co., Ine. 


Sangamo Electric Co. 
Sherman Mfg. Co., H. B. 
Signal Engineering & Mfg. Co. 
Simplet Electric Co. 

Sorgel Electric Co. 

Southern Screw Co. 

Square D Co. 

Steel & Tubes Division 


Thomas & Betts Co., The 112, 113 
Tomic Sales & Engineering Co. 128 
Trade-Wind Motorfans, Inc. 16 
Triangle Conduit & Cable Co., 

Ine. 
Trine Mfg. Corp. 


Lnion Insulating Co. 
Lnited States Rubber Co. 
Universal Clay Prod. Co., The 


Wadsworth Electric Mfg. Co., 
Inc., The 

Wagner Malleable Prod. Co. 

Weaver Co., 

Western Ins. Wire Co. 


Youngstown Sheet & Tube Co., 
The 


SELLING OPPORTUNITY SECTION 


ties Offered 


ties Wanted 


SINESS OPPORTUNITIES 
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PLYVIYOUTH TAPES 
keeh Thétn Working... 


job . and help them build ; 


Industry has come to know Plymouth Tapes 
for quality workmanship 


for their quality performance .. . reliable, 
durable service under all kinds of working = 
With Plymouth Tapes on the 
conditions. 

relax at the end of a day a 
you have used the best in quality 
You know the job is right 
reputation safe. 


Yes, Plymouth Tapes stand up to the job 
every time! Electricians and contractors 
depend on Plymouth Tapes to do the best 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 


CANTON, MASSACHUSETTS 
Sold Only Through Recognized Wholesal 


i reputation 

b you can 
‘ ured that 
materials 

your 

saler: 

ine 


“THE LOWER TEMPERATURE RISE 
OF FUSETRON FUSES SOLVED 
A SERIOUS SHUTDOWN 
PROBLEM 
FOR US” 


“The fine, new Field House we built in 1949 included 
an ice skating rink. The ice making equipment used two 
3 phase, 220 volt, 100 hp., compressor motors having a 
running current of 246 amperes. 


“Ahead of the motor starters were two safety switches 
originally equipped with 400 ampere renewable fuses. 


“Shortly after the compressors went into service heat 
began developing in the switches. Links in the fuses were 
melting and causing as many as three shutdowns a week. 


“In August of 1951, I tried Fusetron fuses and cut the 
fuse size down to 300 amperes 


“With Fusetron fuses installed the heating immediately 
disappeared and so did the shutdowns it formerly caused. 


9. Gets. Chief Engineer, 


University of Denver, Denver, Colorado 


You get more than cooler operating fuses with Fusetron 
fuses — you get 10 Point Protection. 


— AND WITH FUSETRON FUSES 
YOU HAVE GREATER SAFETY — 
BECAUSE OF THEIR 100,000 AMP., 
INTERRUPTING CAPACITY RATING 


Tests verified by the Electrical Testing Laboratories 
of New York show that Fusetron fuses, on loads under 600 
amps., can interrupt safely the most severe available short 
circuit currents 

The time-lag characteristic of Fusetron 
fuses has in no way been disturbed. 


For High Interrupting Capacity 
above 600 and up to 5000 amps. 
— Install BUSS Hi-Cap Fuses S. 


BUSS Hi-Cap fuses offer unlimited in- “— 
terrupting capacity for circuits of 600 volts 
or less. Their high speed operation on heavy shorts limits 
current to safe values. When coordinated properly with 
Fusetron fuses they will not open ahead of the fuse nearest 
to the fault. 


Install FUSETRON Dual-Element Fuses 
and BUSS Hi-Cap Fuses throughout 
the entire electrical system .. . Today! 


Pla 


AY Once properly installed, no costly inspection 
time or down-time is required for calibration 
and other maintenance necessary 
on mechanically operated devices. 


For blowing time charts and more in- 


formation write for bulletin FIS and HCS. mames 
PROTECTION 


BUSSMANN MFG. CO, dw. MeGrow Co 
University ot Jefferson St. Lovis 7, Mo. 


Let Chief Engineer J. F. Getz Help You 


Sell Fusetron dual-element Fuses 


Experience is the best teacher according to an old 
saying—and reciting the experiences of others is prob- 


ably the next best way of imparting knowledge. 


The condensed message above, gives the actual 
experience of the University of Denver with the use 
of FUSETRON dual-element fuses. 


Chief engineer Getz tells in his own words how 
FUSETRON fuses have solved a serious shutdown 


problem for the University. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES 


a 


If on your calls you quote Mr. Getz to your fuse 
prospects, you will be telling them in words stronger 
than your own, how FUSETRON fuses can save them 
“trouble-free 


money and give them protection 


If you would like more specific instances of the 
experiences of users of FUSETRON fuses, talk to the 
BUSS fuse man in your territory. He is continually 
receiving such material from headquarters—and he 
is always glad to help you turn FUSETRON fuses inte 


profits for yourself and your company. 


FCR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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